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HIGHWAY MACHINERY: Its financing will set new records (See page 37) 


This Month: 
ROAD EQUIPMENT FINANCING by Richard M. Dowling 
PROTECTIVE PROGRAM AGAINST BANK HOLDUPS by Ralph R. Emery 
GOOD BUSINESS: PLEASURE BOAT LOANS by John M. Sessions 
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Hammermill Safety reflects the care 


you give your customers 


Decorative and utilitarian, this mirror will 
reflect and enhance the furnishings of its 
new home. And the check that pays for it 
will do the same thing for your bank's 
good reputation — when it’s printed on 
Hammermill Safety. 


With checks on Hammermill Safety, the 
best known name in paper is always there 
to help remind your customers that even this 
detail of banking service gets your careful 
attention. In addition to giving your public 
relations a boost, Hammermill Safety pro- 
tects your funds. The specially sensitized 


surface immediately reveals the slightest 
attempt at alteration. 

Checks printed on Hammermill Safety 
print better, write better, look better, because 
new Hammermill Safety is made with 
Neutracel®. This exclusive hardwood pulp 
blends with other fine pulps — produces a 
smoother, more level surface — provides 
greater strength for repeated handling. 

Next time you order checks, ask your 
bank stationer or check printer to show 
you samples of Hammermill Safety. It costs 
no more than other safety papers. 


The exclusive Hammermill Chainline design, illustrated, comes in 7 colors— amber, green, 
buff, blue, pink, gold, gray. Straightline and Crossline designs are also available. 
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Tribute to Bankers 

Sirs: We thought you would be in- 
terested in the enclosed advertisement 
which recently appeared in some 150 








Important Man in Your 
Community's Growth! 


While Oner Tail operates under a 
carefully regulated system of franchises 
area. He makes money available for and a ceiling on profits 
i continues 
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POWER COMPANY 





weekly and daily newspapers in the area 
served by Otter Tail Power Company. 

This is our way of paying tribute to 
the banking profession nationally and to 
the hundreds of bankers and banking in- 
stitutions that have done so much to help 
develop the agricultural, commercial and 
industrial growth of our area. 

ALBERT V. HArTL, Executive Vice-Pres., 

Otter Tail Power Company, 

Fergus Falls, Minnesota 
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Corporate Finance Course 


Sirs: We were particularly interested 
in “Bank Course in Corporate Finance” 
by Adrian M. Massie, chairman of the 
board, The New York Trust Company, in 
your June issue. 

This training program for top officers 
represents a wonderful step in better 
relations and better banking service for 
the bank’s customers. 

HARRY E. RAsH, President, 

he First National Bank, 

‘hayer, Kansas 
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Miss Drive-In Teller 


SIRS: A nation-wide contest to find 
th country’s most personable and attrac- 
t bank drive-in teller is being con- 
ducted by the Mosler Safe Company. 
T * contest is under the direction of 
Picsident Edwin H. Mosler, Jr. 





July, 1958 


The winner will be crowned at the 
American Bankers Association Conven- 
tion in Chicago. She will be selected by 
attending bankers by ballot from the 
finalists who will be attending the con- 
vention as Mosler guests; she will be 
awarded an all-expense week for two 
at the glamorous Habana Hilton Hotel in 
Havana, Cuba. 

Finalists will be selected by a panel of 
judges on the basis of photographs and 
entry-blank information. Entry blanks 
can be obtained from any Mosler repre- 
sentative or by writing Miss Drive-In 
Teller, Room 405, 50 West 57th Street, 
New York 19, New York. 

JESSE TAUB, New York Office, 

Harshe-Rotman, Inc., 

New York 19, New York 
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IBA Harvard Seminar 


Sirs: We enjoyed the roundup on 
banking schools in your May issue but 
were disappointed that there was no 
mention of the Seminar for Senior Bank 
Officers that the Independent Bankers 
Association is sponsoring this summer at 
Harvard University. 

This year’s seminar, which is fully 
covered in The Independent Banker for 
June, will be the first. It will start 
August 17 and conclude August 29. The 
eighty-four bankers in attendance will be 
“charter members.” Forty-six of these 
are presidents and 29 are executive vice- 
presidents. 

It is our hope that this seminar will 
fill a gap in the pattern of educational 
programs for bankers. The association 
decided to sponsor it after our Bank 
Study Committee became convinced that 
there is a need for a school specifically 
aimed at helping policy-making officers. 

HowarRD BELL, Assistant Secretary, 

The Independent Bankers Association, 

Sauk Centre, Minnesota 
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Savings Promotion Idea 


Sirs: Full-color gift folders for en- 
closing 3 per cent savings certificates or 
savings account passbooks as gifts are 
being used by the Northwestern Banks 
of the Minneapolis area. Photo enlarge- 
ments, 20x24 inches in size, with actual 
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gift folders mounted in the same posi- 
tion as shown in the accompanying pic- 
ture, were utilized as counter display 
cards. 

C. STANLEY RUDE, 

Northwestern National Bank, 

Minneapolis, Minnesota 
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Operations Research 


Sirs: The article, ““NABAC’s Research 
Program Gets Under Way,” in your 
June issue is a very good story and we 
certainly appreciate the interest you have 
shown in this new activity. 

All of us in The National Association 
of Bank Auditors and Comptrollers feel 
that the Research Institute can be of 
great help to the entire banking industry. 

STEVE H. Bomar, Senior Vice-Pres., 

(Retiring NABAC President), 

Trust Company of Georgia, 

Atlanta 2, Georgia 
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Until recently, nobody knew how to make thin Stainless Steel sheets as p 
wide as the one you see here. But aircraft manufacturers needed a sheet : 
like this, so United States Steel found a way to do the job. A standard- n 
size sheet of Stainless Steel is inserted between two heavy carbon steel h 
plates and the plates are welded shut around the edges. This steel sand- p 
wich is then heated and rolled, widening the Stainless sheet inside. A 
Stainless sheet as wide as 120 inches can be produced to exceedingly close ; 


tolerances with this ingenious method . . . one more way that United 
States Steel’s versatile facilities develop better steels for better products. 


ss) United States Steel | | 
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Banking’s Rush 
to the Bond Market 


There may be some question as to the 
degree of success being achieved by the 
aggressively easy monetary policy now 
being pursued, as to its effect in stimu- 
lating a revival of business activity, but 
there is no doubt that its impact is being 
felt by the nation’s banks. 

Despite a $2.1 billion drop in commer- 
cial loans during the first four months 
of this year, total earning assets of the 
weekly reporting member banks rose by 
over $3.5 billion in the same period. As 
shown in the accompanying chart, based 
on a similar graph presentation in the 
bi-monthly Business in Brief bulletin 
issued by The Chase Manhattan Bank, 
the asset increase was due to heavy pur- 
chases of securities. 

Net purchases of Governments amount- 
ed to $4.1 billion, including a substantial 
proportion of intermediate and long-term 
bonds. Other investments, primarily ob- 
ligations of state and local governments, 
increased by more than $1 billion. And, 
loans for the purpose of purchasing or 
carrying securities rose by nearly $450 
million. Thus, the reporting banks di- 
rectly or indirectly provided funds for 
the purchase of over $5.6 billion of 
securities during the first four months of 
this year. Ordinarily, the banks reduce 
bond holdings during this season to 
meet strong loan demands. 

Help bond market. This high bank 
activity in investments has strengthened 
the bond market and long-term interest 
rates have been driven to the lowest 
levels in some two years. Corporations 
have been encouraged to fund short-term 
debt or strengthen their working capital 
by offering bonds. Local governing units 
have been able to go ahead on previously 
deferred programs for financing capital 
expenditures. 

This shift in the makeup of commercial 
bank portfolios has been partly a reflec- 
tion of changes in the form of credit 
demands, rather than of changes in the 
ultimate uses of credit. For example, 
perhaps as much as one-half of the loan 
decline has represented shifts by sales 
finance companies and others to com- 
mercial paper or bankers’ acceptances. 

The easing of reserve requirements 
has resulted in a release of funds to sup- 
port deposits resulting from the expan- 
sion of commercial bank assets, and, at 
the same time, has reduced member 
banks’ borrowings from the Federal Re- 
serve. A Treasury deficit for the latter 
part of this year is expected to assure a 
further heavy supply of securities suit- 
able for bank investments. 


Developing the portfolio. The impor- 
tance of developing a strong portfolio 
times of decreasing loan volume was 
recently stressed by Woodward Burgert, 
Vice-president of the Harris Trust and 


“avings Bank, Chicago, before the recent 
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SIGNIFICANT SHIFTS UNDER THE EASY MONEY PROGRAM 


Bank Reserve Positions Ease .. . 


600 MILLION DOLLARS——MONTHLY AVERAGE 
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Question: How far should banks stretch for bond earnings? 


convention of the American Institute of 
Banking. 

With loans running off and rates eas- 
ing, greater reliance must be placed upon 
the bond portfolio, Mr. Burgert stated. 
“In the rush to the market for earning 
assets to replace loans, there has been a 
fantastic firming of prices with concom- 
itant easing of rates ... a stretch for 
earnings logically results,” he said. 

He urged that initially money be placed 
into short Governments and warned that 
the banks should not be lured into items 
of lesser liquidity by the thirst for earn- 
ings. Once the liquidity portion of the 
portfolio has been satisfied, he added, 


consideration should be given to the 
extension of maturities, and other types 
of bonds or securities studied. 

“If it is true that business may be 
bottoming out, as qualified spokesmen 
for both government and business have 
stated, there will occur in due course on 
the upturn a swift resurgence in the 
demand for money,” the speaker ex- 
plained. “If, upon such revival of busi- 
ness, the Federal Reserve reinstates pol- 
icies calculated to restrain the inflation- 
ary tendencies . . . it follows that the 
renewed demand for money could be ac- 
companied by a swift firming of rates. 

“The banker who has put his house in 
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Assistance in 


obtaining financing 
is nota 


one man job at 
Lenders Service Corporation 


To serve as financial consultants to 
small business firms throughout the 
country, LSC requires the services of 
more than 230 trained personnel... 


As a result of their combined efforts 
in contact, analysis, and compilation, 
LSC is able to present to the nation’s 
financial sources, a thorough, current 
and factual report on its clients’ 
financial requirements... 


Send for Brochure B, describing our 
activities. 





General Offices: 5723 Melrose Ave. 
Los Angeles 38, California 


Offices in: New York, Chicago, Los Angeles, 
Cleveland, Dallas, Denver, Atlanta 











The One William Street Fund, Inc., receives proceeds from public offering 


New mutual fund is launched with a record initial financing 


order and has not stretched too far for 
earnings during this interlude will be in 
position to respond to this demand 
promptly and effectively,” Mr. Burgert 
concluded. 
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Bank Cuts Loan Rate 
in Anti-Reeession Plan 
The directors of the Ridgefield (New 
Jersey) National Bank have moved to 
support the widely publicized Ridgefield 
5% Plan to stimulate business activities. 
The directors voted to reduce im- 
mediately the rate of interest on home 


| improvement loans made by the bank 


from 6% to 5%. This amounts to a 16% 
reduction in the cost of borrowing money 
for needed home repairs on Ridgefield 
properties. 

The Ridgefield 5% Plan basically calls 
for spending 5% more money on making 
repairs and improvements on homes and 


| factories. Merchants and dealers in serv- 
| 


ices offer 5% discounts on materials used 
in repair and improvement. Those not 
owning property spend up to 5% more of 
their annual earnings for durable goods. 

The Plan was devised by Samuel Rubin, 
president of Faberge Perfumes which has 
its principal American plant at Ridge- 
field. 

The Ridgefield Manufacturers’ Associa- 
tion of 38 members have pledged their 
unanimous support to the program and 
its members now are drafting plans for 
plant repairs and improvements. Pledges 
of householders, retailers and others also 
are being received. 
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Mutual Funds Mushroom 
Continued popular appeal of mutual 
fund shares has recently attracted several 
newcomers to this “retail selling” branch 
of the investment business. 
Highlighting this was the formation of 
The One William Street Fund, Inc., 
following the sale through public offering 
of nearly 16 million shares by a 640-mem- 
ber underwriting group headed by Leh- 
man Brothers, which will manage the 


Fund. Net proceeds amounted to some 
$183 million, making this the largest 
initial financing ever undertaken by an 
investment company. 

In the scene below, two senior partners 
of Lehman Brothers, Robert Lehman 
(left) and Paul Mazur (center) hand a 


proceeds check to Dorsey Richardson, 
president of the new Fund. 
Other entrants. Meanwhile another 


leading investment banking firm, Lazard 
Freres & Co., has announced its intention 
of entering the arena. Its new fund will 





Check to fund’s president 


be called the Lazard Fund, Inc. After the 
initial offering there will be no continuous 
offering of shares, but the firm will stand 
ready to redeem any outstanding shares; 
thus the fund will have mixed character- 
istics of both closed-end and open-end 
funds. 

Other new funds formed within 4 
period of a few months include Worth 
Fund, Inc., Chase Fund of Boston; Mis- 
siles, Jets & Automation Fund, Inc.; and 
Stein, Roe & Farnham Stock Fund, Ine. 
This brings to about 175 the number of 
mutual funds now in operation. 

Record progress. A prime example of 
the growth possibilities in mutual fund 
retailing is provided by Investors 
Planning Corporation of America. Since 
it was organized five years ago, it ‘as 
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A STORY OF 
TWENTY-FIVE YEARS 
AND HALF-A-SECOND 











































Twenty-five years is the time—a short time as 
businesses go—in which C. J. Devine & Co. has 
grown from a small beginning to the largest firm 
in the country specializing in U. 8S. Government 
Obligations, and a major underwriter and dis- 
tributor of Municipal Bonds. 


Half-a-second, roughly—the twinkling of an 
eye—is the time it takes to consummate transac- 
tions and flash market changes on our quotation /— 
_ board and to a network of offices and customers /- 

_ from coast to coast. 





-—i- Between the twenty-five years and half-a-sec- 
:' ond there’s a distinct, meaningful relationship: 
me 1; |. For without the knowledge, judgment and 
ent | || speed, it is doubtful that C. J. Devine would oc- 
,| cupy its pre-eminent position in the market for -— 
| 
ers | 
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ra 
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Daily at C. J. Devine, hundreds of millions of 
dollars in these Securities, and millions more in 
%, | Municipal Bonds are transacted—many taking 
¥“>x place in a matter of seconds—as the firm pro- 
’ vides close, primary markets and swift, sure a\ 
\ service to banks, insurance companies, corpora- a-> 


tions, pension funds and other institutional in- .} Se 


her 
ard 
ion 
vill 


Daily, skilled specialists are buying and selling \ 
large blocks of Governments; recommending \ 
specific issues for sizable institutional portfolios; 

VY %~ supplying information or making prompt, ac- 
<j JT curate decisions on the newest developments in 


/ 


») bn money markets. 
4 / 






25 years of service, whatever success we have 
achieved is far more than a story of high volume ,;; 
figures and material assets. It is primarily a '‘ 
story of human beings working together—of 
lasting personal friendships and loyalty of clients. 





As we begin our second quarter century, the 
staff of C. J. Devine & Co. looks forward to con- 
tinued growth—to growing in the only way we 
know how—by justifying the continued confi- 
dence of those who contributed so much to our 
success through the years. 
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built a three-man sales staff into a 
franchise system organization with over 
2,600 representatives serving nearly 
60,000 clients. With a five-year sales 
volume of $225 million, I.P.C. now claims 
to be the second largest mutual fund 
retailer in the country and the fastest 
growing such firm in mutual fund history. 

From its main headquarters at 60 
East 42nd Street in Manhattan, I.P.C. 
operates directly through its own sales 
force in New York City and the surround- 
ing area. Its franchised affiliates cover 
the eastern United States and several 
European and Asian nations. 

Walter Benedick, I.P.C. president, pre- 
dicts that by 1963 the mutual fund in- 
dustry will have over 7.5 million share- 


holder accounts, representing total 
mutual fund assets of more than $25 
billion. 
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Real Estate Syndicates 
for the Small Investor 


Along with the continued popularity of 
mutual fund shares there has developed, 
on a limited scale, a growing tendency 
among small investors to pool their 
financial resources in real estate syndi- 
cates. 

Until recent years such syndicates 
were the exclusive domain of big opera- 
tors. In 1951 a New York attorney, Albert 
Mintzer, conceived an idea of joint real 
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estate ownership of high-earning proper- 
ties for the “little man.” He called his 
dream-child the Small Investors Real 
Estate Plan, or in short, the SIRE Plan, 
under which persons of limited means 
could participate in the field of rental 
real estate for as little as $100. 

Nationwide participation. Since the 
program’s inception, about 4,000 SIRE 
Planners in all 48 States have purchased 
16 New York area properties having a 
total value of nearly $8,000,000, for a 
cash investment of $3,408,000. The annual 
gross income from these holdings is 
nearly $1,000,000. 

Advantages claimed for the plan in- 
clude regular quarterly distributions, 
trained professional management of the 
properties, well-selected parcels in high 
rental areas, diversified offerings, sea- 
soned properties only, liquidity of the 
$100 investment units, freedom of indi- 
vidual choice on each deal, increase of 
equity through mortgage reduction, de- 
preciation and other tax advantages, and 
the stability of real estate values in a 
fluctuating economy. No SIRE Plan 
property carries more than a first mort- 
gage. 

Investment holdings. The properties 
include large and small apartment houses, 
a shopping center, and a hotel-motel. The 
latter is cited as an interesting example 
of how the plan operates, This $700,000 
40-room hostelry, which adjoins New 
York’s La Guardia Airport, has no fewer 
than 942 landlords. This group of owners 
includes school teachers, farmers, engi- 
neers, small businessmen, white collar 
workers, housewives and U.S. service 
men, who invested an average of $750 
apiece in the syndicate purchase. It is 
reported that the hotel operation has been 
consistently profitable, giving these small 
investors a return of about 8 per cent on 
their money. 

Of the 16 SIRE Plan transactions com- 
pleted so far, the 13 that have been 
offered interstate have been registered 
with the Securities and Exchange Com- 
mission. All have been registered with 
the New York State Attorney-General. 
It is planned to expand the national as- 


| pects of the program through acquisition 


of properties in other states. 
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Middle East Joins West 
in Development Plan 

Leading businessmen and bankers from 
nine Middle East countries have joined 
with over 100 industrialists and bankers 


'from Western Europe and the United 


States in becoming participating share- 
holders in the MIDEC, S.A., the Middle 
East Industrial Development Corporation. 
MIDEC emerged in preliminary form 
last March when private interests from 
10 European countries and the United 
States announced their intention to form 
a corporation controlled by Western and 
Middle East businesses to act as 4 
catalyst for the establishment and de- 
velopment of industrial companies in the 
Middle East. The First Boston Corpera- 
tion is one of the U.S. participants. 
Fifty-seven business and banking en- 
terprises in Egypt, Iran, Kuwait, Leban- 
on, Saudi Arabia, Syria, Iraq, Jordan «nd 
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Sudan have already purchased voting 
shares in MIDEC and each group, on a 
national basis, has elected a representa- 
tive to the MIDEC board of directors. 

The inclusion of Middle Eastern share- 
holders has opened the way for MIDEC 
to initiate its program which calls for 
the establishment of operating companies 
throughout the Middle East, with the 
majority of equity capital held by local 
investors and the minority by European 
and American investors. 

MIDEC’s headquarters is The Hague, 
Netherlands. Its Middle East operations 
office is in Beirut, Lebanon. 
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Taxicab Loans Risky? 
Not To This Bank 


Many a banker fondly dreams of 
originating some special service, or de- 
veloping an improvement on an existing 
one which, like the better mousetrap, 
will bring the customers flocking to his 
banking floor. The Federation Bank and 
Trust Company, one of New /York’s 
medium-sized institutions, which recently 
set up its head office in the city’s great 





Taxi “medallion” has loan value 


new Coliseum, has built up over the 
years a specialty of financing taxicabs 
and their drivers. 

It is not the only New York bank, of 
course, that makes taxicab loans in 
a city which, because it limits the num- 
ber of cabs, has seen the value of a 
taxicab “medallion” (fancy name for 
the plate on a cab giving its hack license 
number) grow in value like a member- 
ship on a stock exchange. The Federa- 
tion, however, today occupies a leading 
place among those few banks which 
know how to make cab loans without loss. 

Heavy investments. Some banks will 
not lend on taxis more than the value 
of the cab and some won’t lend at all. 
A bank which is to engage in lending 
to cab drivers or to fleet operators must 
end much more than the value of the 
utomobile. It must lend some portion 
f the value of the “medallion,” a most 
ntangible thing. 

To operate a taxicab in New York 

lay, and likewise in some other big 

‘ties with similar conditions, requires 
investment of about $20,000. 

Of that investment only about $2,200 

resents the cost of the cab. The meter 

sts $240 and the hack license fee, or 
at the city gets from the sale of the 
medallion, is $60. That leaves about 
$ 7,500 as the value of the privilege of 
©: erating a cab in a limited-cab city. As 
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recently as 1950 the privilege value was 
$8,000. In the depression of the 1930’s it 
was $2,000 to $4,000. 

Scarcity value. There are around 11,000 
cabs operating in New York; the Federa- 
tion Bank finances about 2,000 of them, 
maybe more. Of the 11,000, about 3,800 
are operated by individuals, the re- 
mainder by “fleet operators” or organiza- 
tions which have many cabs. The indi- 
vidual medallion is not acquirable by 
fleet operators and the city wants to 
maintain a certain proportion of indi- 
vidual operators. There is therefore little 
chance that the individuals eventually will 
be absorbed into fleets. 

So the “medallions,” bright silvery 
metal shields fastened to the hood of a 
taxi on the right hand side, can be 





acquired only from those who have them; 
hence their high market value. The police 
department, facing increasing traffic con- 
gestion problems, and the taxicab opera- 
tors, each with a huge investment, don’t 
want any more cabs. So the “closed shop” 
seems likely to endure. 

Risk factors. Roy W. Israel, assistant 
vice-president of the Federation Bank, 
who knows his cabbie customers and who 
is the man who says yes or no on the cab 
loans, says lending on cabs is a particu- 
larly pure form of personal character 
lending, extremely specialized and involv- 
ing a deep knowledge of people and their 
backgrounds. And, in making such loans, 
the bank must keep them under constant 
supervision. 

Federation Bank won’t lend more than 
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requirements. 








Trends and outlook for 


TAX-EXEMPT BONDS 
at mid-year 1958 


| * their take-home income 
for banks, corporations and 
individual investors, tax-ex- 
empt bonds continue to 
present a very tangible ad- 
vantage over taxable in- 
vestments—and this advantage 
will be little affected by any tax revisions. 


This and other aspects of modern investing are dis- 
cussed in our new 1958 Mid-Year Survey of the Tax- 
Exempt Bond Market. Available to you without cost or 
obligation, the Survey examines today’s investment oppor- 
tunities, developments affecting the market, supply and 
demand, prices, trends, outlook . . 
praise these factors in relation to your own investment 


Send for this informative and up-to-date Survey, and 
receive with it our tax comparison chart showing the in- 
come required from taxable securities to equal the yield 


HALSEY, STUART & CO. INc. 


123 SOUTH LASALLE STREET, CHICAGO 90 « 35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 
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KEY POSITION 


in Canada 


Another important element in 
Canada’s economy—and strength— 
is her banking system, whose largest 
member (and fourth largest in North 
America) is The Royal Bank of 
Canada. If you have among your 
clients firms or individuals who wish 
to explore business and financial op- 
portunities in this fast growing coun- 
try, you are invited to call on the 
*‘Royal”’ for practical assistance and 
helpful counsel. A widespread net- 
work of ‘‘on-the-spot”’ branches, plus 
an alert, well-organized Business De- 
velopment Department, enables us 
to supply up-to-date information on 
specific areas and activities—com- 
plete banking facilities—and many 
specialized services outside the realm 
of routine banking. 


THE ROYAL BANK 
-. OF CANADA 

= frome, Head Office: Montreal 

}= New York Agency— 

: 68 William St., New York 5, N.Y. 

:}= Over 900 branches in Canada, the Wes? 
*}= Indies, Central and South America. 

Offices in New York, London and Paris. 
Correspondents the world over. 


Total Assets Exceed 3% Billion Dollars 








$5,000 or $6,000 to the average cabbie, 
for the theoretical risks are great. Not 
only is the loan more than the value of 
the car covered by the chattel mortgage 
but the risks of the business are great— 
accidents, suits, failure of the cabbie to 
make a living, etc. The cab driver as- 
sumes an investment that often requires 
ten years to work out; the average period 
of the cab loan is two years. The top 
interest rate is 4% per cent discount, 
which means a simple interest rate about 
twice the discount figure, but the Federa- 
tion does not charge the maximum rate. 
Insurance coverage for a cab in New 
York often runs from $80 to $110 or more 
monthly; some drivers _ self-insure 
through bonding. A cabbie has to take in 
$40 to $45 a day if he is to make a living 
and pay his obligations; if he works for 
a fleet he keeps an average of 45 per cent 
of his take. So there isn’t much room for 
high, wide and handsome financing. 
Collection pressure. The bank can exert 
great pressure upon a delinquent cabbie 
by foreclosing on his car; it can even get 
the city to issue a temporary medallion to 
somebody that the bank designates to 


| operate the cab. It rarely comes to that, 








for cab operators, if reasonably success- 
ful, build up equities in the cab and 
medallion and can sell both when neces- 
sary. However, they sometimes wear out 
a car in 18 months and have to have a 
new one; this operation means starting 
all over again on a new loan into which 
the balance of the older one is funded. 
Cabbies work long hours and sometimes 
have assistant operators to keep the 
cabs moving for the 12 hours that, it is 
estimated, they must run to pay. 

Special traits. Mr. Israel says cab 
drivers are possessed of many individual- 
istic traits. Some are very smart people 
and some have flea-brains; some have all 
the money they have in the world tied up 
in their cab, others have bonds and stocks 
they can pledge with the bank for a 
lower cost loan if they wish to do so. As 





Mr. Israel and cabbie customer 


Very specialized form of credit 


a class, cabbies don’t like to be photo- 
graphed or get involved in too much 
publicity, and they particularly hate any 
publicity which suggests there should be 
more cabs on the streets. They are good 
at meeting obligations but often cannot 
be trusted to use loan repayment coupon 
books: the Federation Bank requires 
cabbies to open a deposit account in which 
there is always enough to meet one or 
more instalment payments on their loan. 





When there isn’t, the crackdown is im- 
mediate. 

The taxi men live and work in a little 
world of their own; there are brokers 
who buy or sell cabs for them, special 
insurance facilities, special suppliers of 
their needs and even a special newspaper, 
the Taxi Weekly, to keep them informed 
of the news of their trade. The Federation 
Bank has known and liked them for 
years, whether they operate fleets or 
single cabs, and has yet to lose any real 
money on them under its specialized lend- 
ing system. Mr. Israel feels that the 
business will become increasingly stabi- 
lized and believes that eventually taxi 
medallions will become family estates, 
descending from fathers to children and 
rarely sold to newcomers. 
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Insurance-Account 
Savings Plan 

A special-purpose savings account for 
the convenience of depositors in budget- 
ing for all kinds of insurance premiums 
has been announced by The Philadelphia 
Saving Fund Society. The basic purpose 
is to encourage customers to save regu- 
larly, and in advance, for this purpose. 

The bank stresses that use of the 
Insurance Convenience Account can help 
depositors reduce their over-all insurance 
costs because it will earn three per cent 
interest which can be applied to regular 
premiums, and will enable many savers 
to shift to economical longer-term pre- 
mium payment periods. Also, it will help 
depositors to avoid borrowing and paying 
interest on loans to meet premiums. 
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Investment View of 
Instalment Finanee Firms 


Factors that give instalment credit 
finance companies a favorable degree of 
stability and assurance of continued long 
term growth were cited by Elliott Taylor, 
vice-president, Pacific Finance Corpora- 
tion, at the recent annual convention of 
the National Federation of Financial 
Analysts Societies. 

Finance companies have _ substantial 
earning assets in the form of receivables 
outstanding which are not affected by a 
short term business slump, Mr. Taylor 
pointed out. “Unlike other businesses,” 
he said, “we are not dependent on current 
sales for current income.” 

The industry also derives stability from 
the persistent growth of consumer credit 
coupled with a substantial increase in 
total consumer assets, and from the fact 
that finance companies make an essential 
contribution to the national standard of 
living. Mr. Taylor added. 

Diversification noted. Geographic and 
service diversification were other stabiliz- 
ing factors called to the attention of the 
analysts. It was noted that many com- 
panies offer both sales finance and 
consumer loans. Many offer additional 
specialized services such as travel credit, 
education credit and merchandise cre«''t. 
Spread over a wide geographic area, 'n 
the case of the larger organizations 'n 
this field, these operations are not tied ‘0 
economic fluctuations within a single »- 
dustry or a single region. 
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A WHIMSICAL VIEW OF BANKING 
. » - as presented in PUNCH, the British humor magazine 


. What are banks for? 

. To make money. 

. For the customers? 

. For the banks. 

. Why doesn’t bank advertising men- 
tion this? 

A. It would not be in good taste. But 
it is mentioned by implication in refer- 
ences to Reserves of £249,000,000 or 
thereabouts. That is the money they have 
made. 

Q. Out of the customers? 

A. I suppose so. 

Q. They also mention Assets of £500,- 
000,000 or thereabouts. Have they made 
that too? 

A. Not exactly. That is the money they 
use to make money. 

Q. I see. And they keep it in a safe 
somewhere? 

A. Not at all. They lend it to custom- 
ers. 
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. Then they haven’t got it? 

No. 

. Then how is it Assets? 

. They maintain that it would be if 
they got it back. 

Q. But they must have some money in 
a safe somewhere? 

A. Yes, usually £500,000,000 or there- 
abouts. This is called Liabilities. 

Q. But if they’ve got it, how can they 
be liable for it? 

A. Because it isn’t theirs. 

Q. Then why do they have it? 

A. It has been lent to them by cus- 
tomers. 

Q. You mean customers lend banks 
money? 

A. In effect. They put money into their 
accounts, so it is really lent to the banks. 

Q. And what do the banks do with it? 

A. Lend it to other customers. 

Q. But you said that money they lent 
to other people was Assets? 

A. Yes. 

Q. Then Assets and Liabilities must 
be the same thing? 

A. You can’t really say that. 

Q. But you’ve just said it. If I put 
£100 into my account the bank is liable 
to have to pay it back, so it’s Liabilities. 
But they go and lend it to someone else, 
and he is liable to have to pay it back, 
so it’s Assets. It’s the same £100, isn’t 
it? 

A. Yes. But 

Q. Then it cancels out. It means, 
doesn’t it, that banks haven’t really any 
money at all? 

A. Theoretically 

Q. Never mind theoretically. And if 
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Reprinted by permission of PUNCH. | 


they haven’t any money where do they 
get their Reserves of £249,000,000 or 
thereabouts? 

A. I told you. That is the money they 
have made. 

Q. How? 

A. Well, when they lend your £100 
to someone they charge him interest. 

Q. How much? 

A. It depends on the Bank Rate. Say 
five and a half per cent. That’s their 
profit. 

Q. Why isn’t it my profit? Isn’t it my 
money? 

A. It’s the theory of banking practice 
that 

Q. When I lend them my £100 why 
don’t I charge them interest? 

A. You do. 

Q. You don’t say. How much? 

A. It depends on the Bank Rate. Say 
half a per cent. 

Q. Grasping of me, rather? 

A. But that’s only if you’re not going 
to draw the money out again. 

Q. But of course I’m going to draw 
it out again. If I hadn’t wanted to draw 
it out again I could have buried it in the 
garden, couldn’t I? 

A. They wouldn’t like you to draw it 
out again. 

Q. Why not? If I keep it there you 
say it’s a Liability. Wouldn’t they be 
glad if I reduced their Liabilities by re- 
moving it? 

A. No. Because if you remove it they 
can’t lend it to anyone else. 

Q. But if I wanted to remove it they’d 
have to let me? 

A. Certainly. 

Q. But suppose they’ve already lent it 
to another customer? 

A. Then they’ll let you have someone 
else’s money. 

Q. But suppose he wants his too—and 
they’ve let me have it? 

A. You’re being purposely obtuse. 

Q. I think I’m being acute. What if 
everyone wanted their money at once? 

A. It’s the theory of banking practice 
they they never would. 

Q. So what banks bank on is not hav- 
ing to meet their commitments? 

A. I wouldn’t say that. 

Q. Naturally. Well, if there’s nothing 
else you think you can tell me. . .? 

A. Quite so. Now you can go off and 
open a banking account. 

Q. Just one last question. 

A. Of course. 

Q. Wouldn’t I do better to go off and 
open a bank? 3.3.8. 
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that has occurred in recent months, Mr. 


Taylor asserted, since most finance com- 


Sly “tongue-in-cheek” British humor applied to finance 


The immediate outlook is stengthened 


the marked drop in the cost of money 


panies operate on a relatively high pro- 
pertion of borrowed funds, a substantial 
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vt of which is on a short term basis. 
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Rate of growth. Tracing the growth of 
the business which, he said, was pioneered 
by finance companies, Mr. Taylor cited 
a record of ascent from $1 billion in 
receivables in the early 1920’s to more 
than thirty times that volume by the end 
of last year. “Over that span of time,” 








playa -¥ 


*. 


LEADING ROLE 


in Canada 


Another important element in 
Canada’s economy—and strength— 
is her banking system, whose largest 
member (and fourth largest in North 
America) is The Royal Bank of 
Canada. If you have among your 
clients firms or individuals who wish 
to explore business and financial op- 
portunities in this fast growing coun- 
try, you are invited to call on the 
*Royal” for practical assistance and 
helpful counsel. A special Oil & Gas 
Department, a well-organized Busi- 
ness Development Department, and 
a widespread network of ‘‘on-the- 
spot” branches enable us to supply 
up-to-date information on specific 
areas and activities— complete bank- 
ing facilities—and many services 
outside the realm of routine banking. 


THE ROYAL BANK 
, OF CANADA 


Head Office: Montreal 

New York Agency— 

68 William St., New York 5, N.Y. 

Over 900 branches in Canada, the West 
Indies, Central and South America. 

Offices in New York, London and Paris, 
Correspondents the world over. 


Total Assets Exceed 3% Billion Dollars 
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he said, “growth has been at an annual 
average rate of 10 per cent. In the past 
seven or eight years, it has grown at 
more than this average rate.” 

Assessing the future of instalment 
credit, Mr. Taylor cited a Federal Reserve 
Board projection of a $43 billion to $75 
billion level by the end of 1965 with $50 
to $55 billion as perhaps the plausible 
level to expect. 

Such growth will require a substantial 
amount of money. “This is money which 
the industry feels it can seek with con- 
fidence,” Mr. Taylor said, “because of its 
proven maturity and its record of sta- 
bility.” 


The Redistribution of 
Bank Deposits 


The redistribution of deposits among 
central reserve, reserve city and country 
banks has not been greatly influenced by 
recent developments in monetary policy 
nor the forces of the business cycle, ac- 
cording to the latest Monthly Review of 
the Federal Reserve Bank of Kansas City. 
Pointing to the steady and comparable 
growth of the country and reserve city 
banks in the past 1l-year period when 
deposits have failed to show a like rate 
of growth in the central reserve city 
banks, the Review explains that the long 
run trend is primarily due to the actual 
locations of the central reserve banks. 

Steady trend. These limited locations, 
the report continues, restrict central re- 
. serve city banks from enjoying the same 
rate of growth other areas of the country 
are now experiencing. This decline in the 
proportion of deposits held by the central 
reserve banks has actually been steady 
since the 1920’s, the writer states. 

In the period between 1947 and 1957, 
the reserve city and country banks had 
almost identical increases in total de- 
posits and in each of the deposit types, 
as the accompanying charts illustrate. In 
contrast, there was practically no growth 
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Dividend Announcement 


Massachusetts 
Investors 


‘Trust 


DECLARES ITS 
135" Consecutive Dividend 


10 cents a share, 
from net income, 
payable July 25 
to shareholders of 
record June _ 30, 
1958. 

ROBERT W. LADD, 

Secretary 
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200 Berkeley Street, Boston 
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Not tied to cycles, but a steady long-term bank trend 


in gross demand deposits in central 
reserve city banks, especially in the past 
five years when apparently the rise in 
foreign deposits in 1953-54 and their fall 
in 1955-56 were mainly responsible for 
the fluctuations in this five-year span. 

Business decentralization. One reason 
for the shift in deposits, the report sug- 
gests, may be the internal growth and 
mergers of large corporations that have 
caused many of the larger firms to obtain 
as much bank credit as needed by estab- 
lishing banking connections in a number 
of cities. The migration of industry to the 
south, southwest and west has also played 
a prominent part in the redistribution of 
deposits, the report claims. 
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Independent Commission to 
Study Monetary Policies 

The first full-scale look at the nation’s 
monetary and credit institutions in near- 
ly half a century will soon be undertaken 
by an independent commission comprised 
of 25 outstanding figures from business, 
finance, education, labor and agriculture. 

Diversified group. The _ three-year 
study, which is sponsored by the Commit- 
tee for Economic Development, is the 
first complete survey of its type to be 
initiated since the late United States 
Senator Nelson Aldrich and his group 
analyzed the monetary situation in 1908, 
according to Donald K. David, chairman 
of the board of trustees of the CED. 

The Commission on Money and Credit 
will be headed by Frazar B. Wilde, presi- 
dent of the Connecticut General Life In- 
surance Company, Hartford, who will act 
as chairman, and H. Christian Sonne, 
New York, chairman of the National 
Planning Association, who is vice-chair- 
man. 

The various members of the Commis- 
sion were chosen primarily for individual 
capacities, but also to symbolize, in the 
aggregrate, the wide diversity of 
interests involved in a basic reassessment 
of our monetary and financial system. 
Those with financial backgrounds include 
Marriner S. Eccles, chairman, First Se- 
curity Corporation, Salt Lake City, Utah; 
Fred T. Greene, president, Federal Home 





Loan _Bank of Indianapolis, Indiana; 
David Rockefeller, vice-chairman, Chase 
Manhattan Bank, New York City; Earl B. 
Schwulst, president and _ chairman, 
Bowery Savings Bank, New York City; 
Allan Sproul, former president of the 
Federal Reserve Bank of New York; 
Jesse W. Tapp, chairman, Bank of Ameri- 
ca, Los Angeles, California; and J. 
Cameron Thomson, chairman, Northwest 
Bancorporation, Minneapolis, Minnesota. 

Major objectives. In its by-laws, the 
Commission is charged with the task of 
making unbiased studies of the following: 
1. The effectiveness of governmental 
policies for influencing total money ex- 
penditures; 2. The organization and proc- 
esses for making decisions about mone- 
tary and fiscal policies, regulations, and 
controls; 3. The standards by which the 
Federal Reserve System determines the 
use and effectiveness of monetary instru- 
ments; 4. The size, management, and 
composition of public and private debt; 
5. The relations between monetary and 
budget policies; 6. The functions, powers, 
and policies of the several state and 
federal agencies concerned with the 
regulation or supervision of private 
and governmental financial institutions 
with a view to consolidating or redirect- 
ing them in the interest of desirable 
national economic policy; 7. The adapta- 
tion of financial institutions to needs for 
capital and credit; and 8. The relationship 
of the tax system to the volume alloca- 
tion and use of capital and credit. 
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Bank Service Innovwations 


The trend on the part of banks to 
develop and offer highly specialized serv- 
ices continues, even among the relatively 
smaller institutions. 

A current example is the $4 million 
Bank of Mid-America Savings & Trust 
Co., Oklahoma City, Oklahoma, which an- 
nounces that it is now qualified to provide 
full service in the field of aviation finance. 
A commercial pilot and Air Force Reserve 
Officer, Gary R. Ball, has been added to 
the bank staff to head the new depart- 
ment. It will finance instalment sales of 
business and private aircraft, as wel! as 
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lease purchase contracts, and will also 
finance dealers. 

According to President W. W. White- 
man, Jr., the bank’s participation in this 
field has been greatly stepped up in the 
past few weeks, and he believes that 
it has broad potential. 

Meanwhile, the National Bank of Com- 
merce of Houston, Texas, has announced 
that Dr. James A. Byrd, assistant pro- 
fessor of finance at the University of 
Texas, has joined the bank in the newly 
created post of “economic advisor.” The 
Houston institution explains that the 
economist is a money market specialist 
highly qualified to render valuable con- 
sultant service to customers, particularly 
in the area of industrial finance. 
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Indication of 
Savings Levelling Off 

A slackening rate of savings following 
a big surge earlier in the year indicates 
that the fear of a serious and prolonged 
recession is subsiding, and that people 
are once more entering the market for 
their normal supply of goods and services, 
according to Joseph Holzka, president of 
the United States Savings and Loan 
League. 

Mr. Holzka, who is also president of 
the Northfield Savings and Loan Associa- 
tion of Staten Island, New York, said 
that the net gain by the nation’s savings 
and loan associations in May was $500 
million, or six per cent above May, 1957. 
In comparison, April volume was nearly 
12 per cent ahead the same month last 
year, and there was an average 36 per 
cent increase for the first three months 
of 1958, in relation to the first quarter of 
1957. 

The flow of net savings into associa- 
tions in the first five months of this year 
was $2,164 million, or 21.2 per cent above 
the $1,785 million recorded in the same 
1957 period. 
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New CPA Code 
Protects Lenders 


Certified public accountants who sign 
financial statements without expressing 
or disclaiming an opinion will be violating 
a new rule of professional ethics adopted 
by the 32,000-member American Insti- 
tute of Certified Public Accountants. 

Under the new rule, bankers and other 
credit grantors are assured that every 
audit report signed by an AICPA member 
will show to what extent the CPA attests 
to the fairness of the data contained in 
the statement. If the CPA finds this 
impossible, he will indicate why he has 
withheld his opinion. 

The code provides formal recognition 
of an unwritten gentlemen’s agreement 
among CPA’s, to insure that any financial 
Statements they sign can be relied upon 
as fair. Violation will now result in 
suspension or expulsion from the national 
organization. 

The new rule also requires that un- 
audited statements presented without 
comments on a member’s stationery or 
bound in his report covers be marked on 
each page of the report to show that the 
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owns it 
now 


When your customers ship, 
title passes, and their credit risk begins 


At the time of shipping, your customers create an account receivable ... 
and unless they have credit insurance . . . their insurance protection 
ceases. They lose control of the asset because title of the merchandise 
has passed. It is sound to insure the product while they own it. It is 
equally sound to insure it when the buyer owns it .. . and owes them 
for it. 


American Credit Insurance is an important 
factor in making commercial loans because 
the bank can be included as a named assured. 
We have prepared a booklet discussing credit insurance from the 
banker’s angle. If you’d like a copy please write AMERICAN CREDIT 


INDEMNITY COMPANY of New York, Dept. 49, 300 St. Paul Place, 
Baltimore 2, Maryland. 


Providing added protection on commercial 
loans is a valuable function of 


American 
Credit Insurance 


ANY ACCOUNT...NO MATTER HOW GOOD...IS BETTER WITH ACI 
ll 








N BALTIMORE 





FIDELITY- 

BALTIMORE 
NATIONAL 
BANK 


CAPITAL FUNDS IN EXCESS OF $17,000,000 
Main Office: Baltimore & Light Sts. 


Member: Federal Deposit Insurance Corporation 











FINANCIAL BUILDING CONSULTANTS 


An organization of Architects and Engineers of many years’ 
experience in Bank architecture; also, Engineers of practical 
experience in the field of operational procedures. We wel- 
come the opportunity of talking with you on new building 
or remodeling of your Bank. You will be called upon by 
invitation only, and then by top-level experienced Archi- 
tects. If you desire, we will associate with any Architect 
of your choice who may not have had the opportunity of 
Bank experience. COMPETITIVE BIDDING WITH COM- 
PREHENSIVE PLANS of building, fixtures, furnishings and 
vault work, PLUS ARCHITECTURAL SUPERVISION = 
best results at lowest cost from FINANCIAL BUILDING 
CONSULTANTS. 


HOME OFFICE: Coral Gables Federal Building—Suite 200 
2505 Ponce De Leon Blvd. 

Coral Gables, (Miami), Florida 

Phone: HI 4-9721 


OTHER OFFICES: 


118 East Lockwood Avenue 
Webster Groves 19, (St. Louis), Mo. Pittsburgh, Pennsylvania 
Phone: Woodland 1-6660 





















statements were not audited, which means 
the auditor assumes no responsibility for 
the fairness of the presentation. If the 
statements were prepared from the books 
without an examination of supporting 
evidence, the auditor now has the choice 
of either noting in his written comments 
or marking each page of the report to 
show that the data were compiled without 
an audit. 
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Should Savings Bonds 
Be Pushed in a Recession? 


The habits of thrift and regular savings 
are basic to our economy, and cannot be 
turned on and off like a faucet, according 
to Reno Odlin, president, Puget Sound 
National Bank of Tacoma, Washington, 
in urging that the Savings Bond Program 
continue to be pushed. 

Speaking at a parley with Treasury 
officials, Mr. Odlin, who is chairman of 
the Savings Bond State Chairmen’s 
Executive Committee, said his group of 
bankers and businessmen were concerned 
about the tendency of some to question 
the advisability of promoting bond sales 
in a period of “economic downturn.” 

“Our committee feels strongly,” he 
added, “that encouraging Americans to 
continue to save is just as important 
during a business decline as it is in boom 
times. . . . Any type of education is a 
slow and lengthy process. Thrift educa- 
tion is no exception. In the 17 years since 
the advent of the Series E bond, millions 
of Americans have learned to save a 
little each payday through the Payroll 
Savings Plan, many of whom had never 
saved before. 

“Today, 40 million people hold a back- 
log of $42 billion in bonds, a mighty 
bulwark against serious economic dis- 
turbances. These savings should be added 
to, not frittered away. Yesterday’s bond 
savings are being spent at the rate of 
nearly $5 billion a year and replaced by 
today’s savings, which will be stimulating 
and stabilizing the economy in the years 
ahead.” 
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Fed’s Discount Rate 
Role is Questioned 


The Federal Reserve Board’s discount 
rate is actually “more of a hindrance 
than a help” in carrying out “tight” or 
“easy” money policies, according to Asso- 
ciate Professor Warren L. Smith of the 
University of Michigan’s Department of 
Economics. 

Peg above market. Professor Smith 
maintains that the discount rate, which 
is the interest rate charged member banks 
when they borrow from the Federal 
Reserve, might well be pegged at one 
per cent above the prevailing interest 
rates in the open market. Such a practice, 
he adds in a recent issue of the Journal 
of Political Economy, would make the 
Fed’s ability to follow a “tight” or “easy” 
money policy more effective. 

When*member banks want more loan- 
able funds they can sell government 
bonds and other types of securities or 
they can borrow from the Fed. If the 
banks decide to sell their securities, the 
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nation’s money supply is unchanged; but 
if they borrow from the Fed, the supply 
is increased, a factor which tends to ease 
credit conditions generally. 

Defeats purpose. When money becomes 
“tight,” Professor Smith notes, banks 
find it cheaper to borrow from the Fed 
than to raise money by selling securities. 
Thus, in the 1955-1956 interval, when 
the Federal Reserve Board was trying 
to tighten credit, banks increased their 
borrowing from the Fed by $600 million. 
This borrowing made credit more easily 
available and tended to defeat the Board’s 
own credit policy. 

Banks would not have borrowed as 
much from the FRB if its discount rate 
had remained substantially above the 
open market interest rate, contends Pro- 
fessor Smith. 


Interest Rate is Slashed 
on Foreign Deposits 

Keeping a few jumps. ahead of the 
recently crumbling short term money 
market, now showing more signs of 
stability, the country’s larger banks have 
cut to 1% per cent as the maximum rate 
on foreign time deposits. These de- 
posits amount to nearly $1.5 billion of 
which about $1.2 billion are in New York. 

The 1% per cent new ceiling replaces 
a former rate of 2 per cent on deposits 
of 90 days to six months and a rate of 
2% per cent on longer time deposits. 
Since the new rate is better than recent 
rates on Treasury bills and the shorter 
bankers acceptances favored by foreign 
banks, the rate-cut on the time deposits 
has not had the effect of reducing volume; 
in fact there has been recently some 
shift of money back to the banks from 
the short term investment market. 
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Two New Plans of 
Mortgage Life Insurance 


The increasing size of mortgages and 
the large amounts of insurance required 
to cover the indebtedness has prompted 
Old Republic Life Insurance Company of 
Chicago, Illinois, to introduce two new 
mortgage protection insurance plans for 
financial institutions. 

One is a full coverage life insurance 
plan. It is called the “1050” Plan, and 
employs a new policy form capable of 
matching exactly the size and term of any 
mortgage. The policy automatically ad- 
justs itself to the indebtedness as the 
loan balance amortizes. As a result of 
this feature, the company claims, the 
insured purchases only what he needs and 
pays for only what he uses. 

The second plan, known as the Mort- 
gage Payment Security Plan, provides 
each insured with an amount of life equal 
to 36 monthly payments, and accident 
and health protection that takes care of 
payments during periods of disability. 

Arrangements are being made to offer 
these plans to financial institutions in 
40 states. Further details on the pro- 
grams can be obtained from Old Republic 
Life Insurance Company, 307 North 
Michigan Avenue, Chicago 1, Illinois. 
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The “Thermo-Fax” Copying Machine 


How bank officers get comptroller’s 
daily Resources and Liabilities Report 
in 5 minutes; save 2 hours a day! 


The 4-second speed of All-Electric copying has made a 5-minute job out 
of a tedious two-hour daily retyping chore. Could you use time-saving 
like this? A ‘““Thermo-Fax” Copying Machine makes copies of original re- 
ports, statements or other financial records by an exclusive dry process. 
No chemicals or liquids as in slower copy methods. You get speed, ease and 
simplicity no other method can match. You save time. You save money. 
See the modern way to copy soon in your own office. Call your nearby 
dealer, or send coupon for details and helpful new communications idea book. 


MINNESOTA MINING AND MANUFACTURING COMPANY 


IN 4 SECONDS 


Name 





Send full details of the dry process THERMO-FAX “Secretary” Copying Machine 
and my free copy of your helpful new book, Better Business Communications. 
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Minnesota Mining & Manufacturing Company 
Dept. KR-78, St. Paul 6, Minnesota 
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City 


Zone State 
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When standard reports aren’t enough... 


it’s time to call Division F 


HEY TURN up—those lending situations where local and 
standard information just isn’t sufficient to make a sound 
lending decision. 


That’s the time to call Division F at The First National 
Bank of Chicago. At our bank each of the 10 Divisions of 
the Commercial Department serves one group of industries 
exclusively. And upon the request of a correspondent, 
Division F men get in touch with appropriate officers of 
the other Divisions in order to supply additional tech- 


nical and statistical information which may be required. 


It’s rewarding to be in a correspondent relationship with 
a significant bank—one as important, nationally and inter- 
nationally, as The First National of Chicago. 


We invite those correspondents who now use the services 
of the First to investigate all the aids we place at their 
disposal. And if you do not have a correspondent relation- 
ship with us, consider this a cordial invitation to ‘call a 
banker from the First who will be pleased to talk to you. 


The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets’ - 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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BANKING NEWS 








National Ads for Banks 
to Appear This Fall 


The national advertising program for 
banks began rolling in earnest in June. 
Morris R. Brownell, Jr., vice-president of 
the Philadelphia National Bank and 
chairman of the newly-formed Founda- 
tion for Commercial Banks, predicted that 
the first ads on a national scope would 
start appearing this fall. Invitations to 
join the program were sent 14,000 banks 
at the end of June. 

J. Walter Thompson Company has been 
appointed to handle the advertising for 
the Foundation and early indications are 
that the first ads will appear in such 
widely-circulated magazines as Life, 
Reader’s Digest, Time, Newsweek and 
U.S. News and World Report. 

The Foundation is an outgrowth of the 
Organizing Committee for National Ad- 
vertising for Banking, a 12-man group 
appointed by Joseph C. Welman, presi- 
dent of the American Bankers Associa- 
tion. The group conducted an independent 
campaign to enlist support of banks for 
the advertising program. 

L. M. Schwartz, who is president of the 
Citizen’s State Bank of Paola, Kansas, 
was named vice-chairman of the Founda- 
tion’s board of trustees. Members of the 





Morris R. Brownell, Jr. 
Heads advertising program 


original organizing committee will serve 
as trustees pro-tem during the first year 
of the Foundation’s work. 

Committee of 100 sponsors. One of the 
Foundation’s first acts was the authoriza- 
tion of a committee of 100 sponsors, 
representing banks in every state, to 
Spearhead the drive to enlist banks as 
contributing members to the program. As 
of this writing, 77 sponsors had already 
been appointed, representing 42 states 
and the territories of Alaska and Hawaii. 
Plans call for the appointment of at least 
two sponsors from every state. The group 
will represent country and city banks. 
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Banking assets grow but share of financial market declines 


In another development, the minimum 
yearly contribution to the ad program 
was set at $5. The $5 fee represents a 
reduction from the $25 minimum which 
was suggested last year when the A.B.A. 
surveyed its members on national adver- 
tising. Mr. Brownell said that the mini- 
mum was lowered to insure the widest 
possible participation in the ad program 
by commercial banks. Contributions will 
be at the rate of $5 per million of deposits 
with a maximum contribution of $15,000. 

He pointed out that the $5 minimum 
compares with $60 per million of assets 
which savings and loan associations are 
presently contributing to their national 
advertising. “It is anticipated,” he con- 
tinued, “that the commercial bank fund 
will be over $500,000 the first year, even 
at the $5 per million rate of contribution.” 

Share of assets declines. In a speech 
before the Indiana State Bankers Associ- 
ation in French Lick, Mr. Brownell used 
charts to show how commercial banking’s 
share of the total assets of the financial 
system declined from 53 per cent in 1900 
to 31 per cent in 1956. 

“This decline has come about,” he said, 
“in spite of the fact that our potential 
markets have increased steadily as in- 
come of the consumer family has grown. 
There can be no doubt that commercial 
banks today face aggressive competition 
for all our major services, except check- 
ing. Furthermore, we face adverse public 
attitudes, judging from recent surveys, 
which must be countered if we are going 
to get people to use more of our services.” 

In another statement, Mr. Brownell 
said, “I cannot stress too much the fact 
that this advertising is for all commercial 
banks—small, middle-sized and large. In 
fact, our Foundation trustees and spon- 
sors are perhaps the most representative 
group of bankers possible to select. 

“Further, I want to emphasize the fact 
that all commercial banks will benefit 
from the advertising. Many bankers feel 
that small banks will benefit more than 
large, but whether or not this is the case, 
we know that our messages will be de- 
signed to help all of them and not just a 


small group,” Mr. Brownell concluded. 

Others lending support. Other promi- 
nent bankers were also lending their 
support to the national advertising pro- 
gram. Among them was Everett D. Reese, 
a former president of the A.B.A. and 
chairman of the board of the Park Na- 
tional Bank, Newark, Ohio. 

Mr. Reese told the annual convention 
of the New Jersey Bankers Association, 
“Don’t kid yourself that we stand so high 
that we don’t need to tell people about 
our industry. 

“A national advertising campaign,” he 
added, “will set a pattern for us in our 
individual institutions to do a better job 
in public relations and advertising.” 

Another plug for the program came 
from Allen Morgan, executive vice-presi- 
dent of the First National Bank of 
Memphis, Tennessee, in speeches before 
the Banking School of the South in Baton 
Rouge, Louisiana, and the Southwestern 
School of Banking in Dallas, Texas. 

No horse-and-buggy thinking. “These 
are fast moving times,” Mr. Morgan said. 
“There is no place in today’s competitive 
world for ‘horse-and-buggy thinking.’ I 
urge each of you to get squarely behind 
this program and sell your associates on 
it. You will find it the best investment in 
the future your bank ever made. 

“The objective of cooperative national 
advertising,” he added, “will be to sell 
more people more services, to improve our 
competitive position and earnings, to 
stress the value of ‘bank standing,’ and 
to improve public attitudes towards 
banks. 

“The one necessary ingredient remain- 
ing,” he continued, “is the participation 
of the largest possible number of banks, 
large and small, in all parts of the 
country. All will benefit. The cost is 
nominal. The opportunity is great.” 
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A.I.B. Convention 


The banking system was called the 
one outstandingly bright spot in this 
period of economic difficulty by Joseph 
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C. Welman, president of the Bank of 
Kennett, Missouri, and president of the 
American Bankers Association at the 
closing session of the 56th convention of 
the American Institute of Banking. The 
convention was held this year in Kansas 
City, Missouri, and over 1,300 delegates 
from the 147,000-member organization 
attended. 

The American Institute of Banking is 
the educational arm of the American 
Bankers Association. The Institute con- 
ducts it own classes, using its own text- 
books, in chapters and study groups in 
500 cities and towns across the nation. 

In his speech before the delegates. Mr. 
Welman said that there is nothing wrong 
with the country that can’t be corrected 
by common sense, hard work, sound 
budget approach and wise moderate 
assistance from the government. 

“Our American banking system,” he 
added, “is the eighth wonder of the 
world. We have 53 million checking ac- 
counts. We handle over $100 billion in 
currency and coin each year. We have 
well over $100 billion in loans outstand- 
ing. We are proud of our system, as we 
should be, and we will work and fight to 
preserve it and improve it.” 

Astute merchandiser. R. Elmo Thomp- 
son, president of the First National Bank 
and Trust Company, Tulsa, Oklahoma, in 
an earlier speech said that the commer- 
cial banker today has to be an informed 
and astute merchandiser of bank services 
and credit. “The banker,” he added, “has 
had to become an aggressive solicitor of 


From left: A.I.B. Vice-President Mittendorf, President Hayes; A.B.A. Executive Manager 
G. Russell Clark, President Welman; George Clark, A.I.B. outgoing president 


New officers are greeted at A.I.B. annual convention 


loans, deposits and trust services. Many 
of the policies and practices he now 
accepts as sound and constructive would 
have been unacceptable prior to 1935. 
Banking has changed and will continue 
to change as the methods of business and 
of government change.” 

The offering of mass services has 
brought bankers closer to their commu- 
nities and closer to the realization that 
their success is measured by the degree 
to which they earn public confidence and 
good will, said Alvin E. Romershauser, 
vice-president of the Whitney National 
Bank of New Orleans, Louisiana. 

“With the need to reach new millions 
with messages of new and improved 





CREAM RISES TO THE TOP 


The great hue and cry today is for 
more trained executives. Training 
programs in colleges have become 
so popular that one would almost 
think any company that did not 
enroll its up-and-coming young men 
would be left far behind in the race 
for continued growth. Middle-sized 
corporations, especially, are more or 
less on the fence when considering 
what they should do. 


DeLuxe happens to bea “middle- 
sized’’ corporation inasmuch as it 
employs more than one thousand 
people, but we are not overly con- 
cerned about this particular current 
problem. We are inclined to train 
our people more by ‘‘exposure”’ 
than by instruction, and somehow— 
possibly through sheer luck—when 
we need some men they seem to 
be available. It would be a little 
embarrassing if we had to explain 
how they were developed. Maybe 
it is just that we catch them young 


and seldom let them get away. 


Strangely enough, very few do get 
away aside from the youngsters who 
are inclined to move around just 
because they are restless. After our 
people are with us two years, we 
keep an eagle eye on terminations 
and it is astonishing how few there 
are. No salesman or executive has 
ever resigned to join another com- 
pany, which might mean that it 
doesn’t take much to keep them 
happy Or it might mean that we are 
not too demanding. Actually, it is 
probably because they like to play 
on our ball club. 


Anyway, because they stay with us, 
they learn. And as they learn, they 
demonstrate their know-how. The 
result is that we have a fine group 
of well-informed people who, with- 
out any formal planning, have just 
naturally advanced because they 
have what it takes. 
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services,” he continued, “has come a fuller 
appreciation of the value of advertising 
and publicity—not as a substitute for 
an overall public relations program, but 
as an effective tool. 

Other industrial, financial and educa- 
tional leaders to address the convention 
included: Woodward Burgert, vice-presi- 
dent of the Harris Trust and Savings 
Bank, Chicago; Dr. Leroy Lewis, national 
education director of the A.I.B.; Watrous 
H. Irons, president of the Federal Re- 
serve Bank of Dallas; Edward N. Kerr, 
vice-president of the Republic National 
Bank of Dallas; and Milton E. Mengel, 
vice-president, product planning, Bur- 
roughs Corporation, Detroit, Michigan. 

Among other highlights of the meet- 
ing was the election of officers for the 
1958-1959 season. Gerard E. Hayes, past 
vice-president, was named president and 
Ralph H. Mittendorff, was elected vice- 
president. Mr. Hayes is assistant vice- 
president of the National Shawmut Bank 
of Boston, Massachusetts, and Mr. 
Mittendorff is vice-president of the Amer- 
ican Security and Trust Company, Wash- 
ington, D.C. 

Winner of the national public speaking 
contest for the A. P. Giannini educational 


P. MITROVICH G. HAYES 


Harold Stonier award presented 


endowment prize was Mrs. Pauline S. 
Fox of the First National Bank, Lebanon, 
Pennsylvania. 

For the second year in a row, a debat- 
ing team from Los Angeles, California, 
won the Jesses H. Jones national conven- 
tion debate. Members of the winning team 
were Herschel Cardin and Leo Penn, JT. 
both of the Bank of America. They took 
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For a better way to find out about World Trade 


-- TALK TO THE PEOPLE AT CHASE MANHATTAN 


Service to Correspondents 
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Full foreign services * Analyses of investment portfolios ©  Around-the-clock mail pick-up © Dealers in State and Municipal Bonds 
Execution of security orders + Credit information + Quick collection of items + Safekeeping of securities +» Many personal services 


THE CHASE MANHATTAN BANK HEAD OFFICE: 18 PINE STREET, NEW YORK © Member Federal Deposit insurance Corp. 





the negative side of the question: “Re- 
solved, that the further development of 
nuclear weapons should be prohibited by 
international agreement.” 

Three exhibit winners. Seventy-seven 
A.I.B. chapters entered the Institute’s 
national publicity contest and top prizes 
were won by the chapters from Houston, 
Texas, Santa Clara County, California 
and Rocky Mount, North Carolina. 

One of the outstanding features of the 
convention was the presentation of the 
larold Stonier award for excellence in 
graduate courses to Pedrag Mitrovich, 
of the First National Trust and Savings 
Bank, San Diego, California. Mr. Mitro- 
vich is a native of Yugoslavia and fought 
with the underground forces against the 
Nazis and Communists in World War II. 
He came to this country after the war 
and joined First National Trust and 
Savings as a messenger in 1950. He 
earned his graduate certificate this year. 

The Institute’s 1959 convention will be 
held in Philadelphia, Pennsylvania, from 
June 1 to 5. Frederic A. Potts, president 
of the Philadelphia National Bank, has 
been named general chairman of the 
convention committee. 
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Postage Rate Increase 
Poses Bank Cost Problem 


With the increase in postal rates less 
than one month away, cost-conscious 
bankers are keeping a wary eye on their 
mailing rooms hoping to cut expenses. A 
survey of banks in the Detroit area shows 





A view of the mailing room at The Detroit Bank and Trust Company 


Banks are studying ways to counteract increased mailing costs 


that, while no definite steps have been 
taken as yet, several possibilities are 
being considered. 

Since the majority of a bank’s mail 
is sent first class because of its confi- 
dential nature, most institutions are 
more concerned with the pending in- 
crease in first class rates rather than 
other types of mailing. Although the 
jump from 3 to 4 cents an ounce appears 
small on the surface, it actually repre- 
sents an increase of 334% per cent. 

Thus, the problem of cutting costs is 
obvious, but the possible solutions are 
still in the talking stage. Here are a 
few of the possibilities being considered. 

Advantages and disadvantages. The 
first involves the use of either first class 


permits or pre-metered envelopes for 
return postage on bank-by-mail envelopes. 
Both methods have advantages. 

The Post Office charges one cent each 
for returning mail with first class per- 
mits. The one cent is in addition to the 
cost of the postage. The advantage lies in 
the fact that the bank pays the additional 
one cent cost only if the envelope is 
actually used. 

There is no charge for handling corre- 
spondence that has been pre-metered but 
the bank has to pay for every envelope 
put through a metering machine and 
there is no guarantee that all envelopes 
will be returned. Some banks are now in 
the process of deciding which method 
would be more economical in the long 



































Our corporate customers and correspondent banks make regular use of 


our unique tri-state banking operation. With seventeen complete banking 
offices, The Bank of California provides on-the-spot credit information, fast 
collection of items, concentration of funds, and all other banking services 
in all three Pacific Coast states...California, Oregon and Washington. 


THE BANK OF CALIFORNIA 
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run. By making a study of the number 
of envelopes returned and comparing it 
to the number sent out, it can soon be 
learned which method is most economical. 
E. B. Donaldson, advertising manager for 
Curtis 1000, Inc., Hartford, Connecticut, 
says that if more than 66% per cent of 
a bank’s envelopes are returned, it is 
more economical to use the pre-metering 
system. 





Another possible money saver which is | 
under consideration is the downgrading | 
of certain types of mail which previously | 


were sent first class. Time-payment 
books, for example, have always been 
sent first class even though they are 
quite heavy and bulky. Estimates are 


that it is possible to save as much as 12 | 


cents per mailing by switching payment 
books from first to third class mail. In 
most cases, the time lag involved in the 
slower mailing would not interfere with 
the payment plan. 

Bulk mail rates. Meantime, banks are 


taking a hard second look at all of their | 


mailing practices and even considering 
sending some items at bulk mail rates. 
It has also been suggested that some of 
the increased costs can he absorbed by 
being more selective in mailing out home 
improvement and auto loan promotional 
material. 

Where house organs have previously 


been sent to an employee’s home, it is | 


possible to distribute them at the bank. 
This suggestion has met with some dis- 
favor from personnel officers who claim 
that there is a distinct advantage in 
bringing news of the employee’s bank 
right into his home. At this point it is 
doubtful if the mailing practice will be 
widely discontinued. 


Regardless of the amount of money | 


that can be saved, it is generally agreed 
that mailing costs cannot be prevented 
from going up entirely. This has led to 
speculation that eventually the increased 
costs will be reflected in bank service 
charges. 

In addition to the problem of bring- 
ing costs into line, all mail charts and 
scales will automatically become obsolete 
August 1. However, since most bank mail- 
ings are handled through one central 
source, replacing the necessary equipment 
is not considered as much of an expense 
as it is a nuisance. The Scale Manufac- 
turers Association has one word of ad- 
vice for postal scale users: Be sure and 
have your scales checked for accuracy at 
the time new scale charts are installed. 
It’s possible that through long use, many 
scales are overcharging for postage. 
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Automation Commission 
Established in Franee 


A commission on automation, the Com- 


mission d’Application de l’Automatisme, | 


has been established in France to study 
the application of automation methods 
and the use of a common language for 
French banks. M. Personnaz, inspector 
general of Banque de France, has been 
named president of the group which is 
Sponsored by the Association Profes- 
Sionelle des Banques. 

Part of the commission’s work will keep 
it in close contact with business machine 
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How to offset new 
postage costs with 
ALLISON COUPONS 


Here’s how you reduce postage costs when you use 
Allison Coupon Books to combine repetitive communica- 
tions instead of sending individual mailings: 


Mortage Loans . . . postage is reduced 97°% by using 
Allison Coupon Books to replace notices that re- 
quire monthly mailings. 


Installment Loans ... postage for returning passbooks 
which accompany mail payments is completely ‘ 
eliminated. 


Do these postage savings make sense to you? Then decide 
not to absorb the 33!13° postage increase. With Allison 
Coupon books you can eliminate the increase and reduce 
your present postage costs. Let us show you how. 
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manufacturers to make suggestions on 
the type of machines needed and the type 
of research work to be done. In addition, 
the group plans to explore the use of 
magnetic ink coding in adopting a com- 
mon language for banks. 

The job is more complex because of 
the difference between American and 
French banking methods. Fewer checks 
are used in France and the method of 
calculating interest rates is more com- 
plex. 
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Unusual Lease Will Lead 
to Building Ownership 


An unusual arrangement has enabled 
the Union Dime Savings Bank, New York 
City to occupy its new main office at W. 
40th Street and Avenue of the Americas 
without the responsibility of ownership. 
Under the arrangement, the bank will 
lease the building from the General 
Realty & Utilities Corporation for 67 
years. At the end of that time, owner- 
ship of the 34-story skyscraper will auto- 
matically come to the bank. 

Although the bank owns the property 
on which the new building stands, it did 
not want to make a huge investment, 
estimated at $12 million, in a new office 
building. Under the arrangement with 
General Realty, the bank occupies the 
basement and first three floors of the 
building for $230,000 a year. 

The new main office was opened to the 
public on June 2. Featured in the main 
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In occupying new quarters, bank avoids large initial investment 


banking area are tellers’ desks that can 
be raised and lowered by touching a 
button, and a pneumatic tube that can 
transport money in containers as large 
as a small suitcase. 
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Four N.Y.C. Banks Use 
New Teletype Service 

Four New York City banks are among 
the first users of the new teletype ex- 
change service inaugurated between the 
United States and Canada. The new 











DURA-GARIP 


THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 


CUSTOMERS LIKE IT! 
YOU SAVE THRU — 
Lower filler costs 
Royal Vinyl durability 
One piece construction 


DURA-GRIP IN FLAT STYLE COVER 


This increasingly popular cover provides for 
standard ABA filler and separate register 


In 
ROYAL VINYL SHADES 
of Maroon Brown 


Black 


Blue Green 






record.— Compact, neat, good looking. 


Ask your distributor or write bpaat BOOK COVER CO. 


Serving banks for over 40 years 
830 Traction Ave. « Los Angeles 54, California 


°U.S. Patent No. 2,488,823 
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service, called Telex, permits users to 
dial correspondents throughout Canada 
24 hours a day for instant two-way 
telegraph communications. The system 
is operated jointly by Western Union 
and the Canadian National and Canadian 
Pacific telegraph companies. 

The four banks using the service are 
the Chase Manhattan Bank, First Na- 
tional City Bank of New York, Manu- 
facturers Trust Company and J. P. 


Morgan & Company. 

To use the system, the customer starts 
the machine, dials the desired number 
and sends the message. Telex prints a 
message automatically, even if the called 
customer is absent, and holds it for later 





International system 


attention. The system is presently operat- 
ing between New York City and 21 
Canadian cities. 
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Reports Available 

Woman bankers, automatic savings 
plans and advertising research are the 
subjects of three booklets recently pub- 
lished by the Financial Public Relations 
Association. They are the last in a cur- 
rent series of reports on the work of 
F.P.R.A.’s Research Committee. 

“The Woman’s Role in Banking” by 
Virginia O. Valentine, advertising man- 
ager of the State-Planters Bank of 
Commerce and Trusts, Richmond, Vi!- 
ginia, is a study of the importance of 
women in the labor force in general and 
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Serving as banker, financial advisor and trust agent for all kinds of businesses in the Great Lakes area 
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Member Federal Deposit Insurance Corporation 


July, 1958 21 





First National Bank of Wood River (Illinois) 


Bissegee * 

* MORE Puagy 

» Yoon Le ~ 
PEOPLE G 


Jenkintown (Pennsylvania) Bank and Trust Company 





Banks recognize value of promoting both boat financing and vacation savings clubs 


banking in particular. The report shows 
how women are playing an increasingly 
important part in bank management. 

The second booklet, “Survey of Auto- 
matic Savings Plans” by Charles G. 
Garrett, vice-president of Bankers Trust 
Company, New York, deals with regular, 
automatic transfer of fixed amounts 
from an individual’s checking account to 
his savings account. The report contains 
a summary of bankers’ opinions of this 
service and its value to a bank. 

“Testing the Effectiveness of Bank 
Advertising” is written by Edgar R. 
Shumway, advertising manager of the 
First National Bank and Trust Company, 
Paterson, New Jersey. The report points 
out that, although research is expensive, 
proper use of it will save the bank money 
and at the same time increase the effec- 
tiveness of the bank’s advertising. 

All three booklets are available at $1 
each from the Financial Public Relations 
Association, 231 South La Salle Street, 
Chicago 4, Illinois. 
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Boat Loan Promotion 


The increased interest in pleasure boat- 
ing has prompted many banks to explore 
this field of financing with excellent re- 
sults. For an example of one bank’s prof- 
itable venture in this area, turn to page 
42 of this month’s issue. Pictured above 
are exhibits used by various other banks 
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to promote both boat financing and sum- 
mer vacation clubs. 

The Fulton National Bank, Atlanta, 
Georgia, gave away color maps of two 
lakes in the area as part of its promotion. 
The Jenkintown Bank & Trust Company, 
Jenkintown, Pennsylvania exhibited a 
15-foot Fiberglas boat in its main lobby. 
The Peoples Savings Bank of Evans- 
ville, Indiana used a boat display to pro- 
mote vacation club savings accounts. The 
display coincided with a local sports and 
boat show. 

The First National Bank of Wood 
River, Wood River, Illinois, went all out 
with the display in its lobby. The exhibit 
featured all kinds of marine equipment 
along with a live model. 


4 ° ° 


Special Train Planned 
for the NABAC Convention 


A special train will be used to bring 
delegates to the national convention of 
the National Association of Bank Audi- 
tors and Comptrollers at Dallas, Texas, 
November 3 to 5. Arrangements have 
been made with five railroads to have the 
train made up in St. Louis, Missouri. 
Special cars will be switched to the 
NABAC-to-Dallas Special for the trip to 
the convention. 

Many delegates and their wives will 
take an 8-day vacation tour of Mexico 





following the convention. While there, 
they will visit the historic capital, take a 
ride in the famous Floating Gardens, view 
a bull fight and enjoy the fishing and 
swimming at Acapulco. 

Additional information regarding the 
special train and the trip to Mexico can 
be obtained by writing the NABAC 
Transportation Desk, 38 South Dearborn 
Street, Chicago 3, Illinois. 
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Bank Wins Ad Contest 


The City National Bank and Trust 
Company of Chicago, Illinois won first 
prize in the Chicago Federated Adver- 
tising Club’s 1958 award contest. The 
award was given for the imaginative 
series of ads City National published in 
two of Chicago’s daily newspapers. 

Three pairs of ads were submitted with 
each pair constituting two adaptations 
of the same idea. The ads told a story 
in pictures and each dealt with a situa- 
tion in which the bank aided some firm or 
person in a tangible way. 
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Riggs National Bank 
Cuts Savings Rate 

The Riggs National Bank of Wash- 
ington, D.C. has announced a cut in 
interest on savings accounts, effective 
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July 1, from 3 per cent to 2 per cent on 
all accounts with balances in excess of 
$100. 

In making the announcement, Robert 
V. Fleming, chairman of the board, said, 
“The outlook is for continued low interest 
rates in the present economy. The reduc- 
tion, effective July 1, is made with 
reluctance.” Mr. Fleming also added that 
Riggs was prompt to raise its savings 
rate in 1957 when it became apparent 
that interest rates were rising. He 
emphasized that in the event of a sub- 


stantial change upwards in rates, the | 


bank would give prompt consideration 
to an appropriate adjustment. 
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Three A.B.A. Booklets 


Three new booklets have just been 
published by the American Bankers As- 
sociation. Two deal with the field of 
agriculture and the third concerns money 
management. 

“Banking and the Rural Development 
Program” calls attention to the part 
banks and bankers are playing in rural 
areas where the economy has been in 
serious difficulties. It also points out the 
many opportunities for expansion in the 
rural development program. 

The rapid growth of Production Credit 
Associations in agricultural lending is 
pointed up in the 1958 edition of “Agri- 
cultural Credit and Related Data.” The 
48-page booklet contains tables, charts 
and explanatory comment. Both booklets 
were published by the A.B.A. Agricul- 
tural Commission under the chairman- 
ship of Harry W. Schaller, president of 
the Citizens First National Bank, Storm 
Lake, Iowa. 

Family budget problems. The third 
booklet, ““Personal Money Management,” 
deals with family budget problems and 
offers suggestions on how people can live 
within their incomes. 

All three booklets are available from 


the American Bankers Association, 12 | 


East 36th Street, New York 16, New 
York. There is a charge of 50 cents a 
copy for both “Personal Money Manage- 


For budget-conscious families 
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...with 39 banking offices throughout the Far East...the “Hong- 
kong Bank” is ready to help you and your customers with current 
information on credits and conditions in the Orient. 

Here is a bank that specializes in foreign trade. One call to the 
| offices of the Bank’s San Francisco and Los Angeles subsidiary 
or its New York agency will put our facilities to work for you. 








The Hongkong and Shanghai 
Banking Corporation of California 


Member Federal Deposit Insurance Corporation 
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SAMUEL J. H. FOX, PRESIDENT 


A subsidiary of the biggest British bank 
established by the Far East for the Far East 
SAN FRANCISCO: 80 SUTTER STREET 
LOS ANGELES: 212 WEST SEVENTH STREET (VAN NUYS BUILDING) 





The Hongkong and Shanghai Banking Corporation 
72 Wall Street, New York * Agent: B. P. Massey 
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TOPS IN TWO 


® Industrial Finance 


® Experience in Induction 
of Foreign Capital 





IBJ’s share in Equipment Finance 
by industries in Japan (Sept. 1957) 


Iron & Steel $5.8% 
Chemical Products "44.6% 


35.5% 


30.8% 





ESTABLISHED IN 1902 


THE 


INDUSTRIAL BANK 
OF JAPAN LTD. 


New York Office: 
30, Broad Street, New York 4, N.Y. 
Head Office: 


Marunouchi, Tokyo, Japan 
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New home of Park National Bank, Newark, Ohio 


ment” and “Agricultural Credit and Re- 
lated Data.” 
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Illinois Ruling Suspends 
Super Market Savings 

The National Tea Company has sus- 
pended its savings transmittal service 
for the First Federal Savings and Loan 
Association of Chicago, following a rul- 
ing by the Illinois Secretary of State 
that National Tea would have to register 
as a security broker. In commenting on 
the ruling, First Federal Savings and 
Loan said that it is working on an 
“acceptable substitute.” 

Meanwhile, a court decision is still 
pending on a ruling of the Federal Home 
Loan Bank Board that First Federal 
violated rules of the Federal Savings and 
Loan System by establishing a trans- 
mittal service in super markets without 
prior approval of the FHLB. 
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Skilful Design Creates 

an Attractive Bank Oftice 
Norwegian granite, brick and glass 

have been skilfully blended in the new 

quarters of the Park National Bank, 

Newark, Ohio. The exterior of the build- 


ing to the top of the first story windows 
is surfaced with Norwegian granite. The 
walls are laid with native brick and the 
top of the structure contains glare-re- 
ducing glass, edged with a band of white 
porcelain. 

Everett D. Reese, a past president of 
the American Bankers Association, is 
chairman of the bank’s board of direc- 
tors. The Park National is one of four 
financial institutions in Newark that have 
either built new buildings or remodeled 
present quarters within the past year. 
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Telephone Training Course 


A series of telephone courtesy training 
seminars is currently being conducted by 
the training staff of the Chase Manhattan 
Bank, New York City. The course will 
be given to all personnel who represent 
the bank on the telephone. 

The course emphasizes seven important 
points of telephone courtesy: answer 
promptly; identify yourself; speak dis- 
tinctly; be helpful; explain delays; 
transfer calls promptly; and say goodbye 
pleasantly. The courtesy theme is also 
carried out on the cover of the bank’s 
current telephone directory. 

Chase Manhattan is stressing telephone 
courtesy because it handles about 13,000 
incoming calls a day. The cost of the 


Telephone courtesy stressed at Chase Manhattan Bank 
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EACH CALL 13 IMPORTANT. THE COURTESY 
YOU SHOW AND THE HELP YOU GIVE WiLL 
SE APPRECIATED BY YOUR FELLOW WORKERS 
AND BY OUR CUSTOMERS ~ APPRECIATED AND 
RETURNED! LET THE TELEPHONE WORK FOR 
YOU. MERE'S HOW TO DO IT! 
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Serving more people more ways 
than any other Philadelphia bank 


Member Federal Deposit Insurance Corporation 
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Ever ask a correspondent bank officer a 
question about, say, a survey on operations 
cost analysis ... or about loan participations 
—and have to wait until he checked with 
“‘the home office’? 


There are no delays when you’re dealing 
with First Pennsylvania traveling officers. 
They’re not only experienced banking officers 
—they also can make decisions on the spot. 
Saves time, uncertainty. 


Just ask to have one of our traveling 
officers call on you. Or if you’re in town, 
visit our main office, 15th and Chestnut 
Streets (phone LOcust 8-1700). We’ll be glad 
to show you why our correspondent family 
never stops growing. 


The 


First Pennsylvania 


Banking and Trust Company 
Banking since 1782 











Committee learns of newest electronic banking developments 


bank’s telephone equipment and service 
is approximately $1 million a year. 
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A.B.A. Committee Studies 
Data Processing Hardware 


The naming of two special subcom- 
mittees and the urging for banks of all 
sizes to get their house in order to be 
ready for varying degrees of electronic 
data processing systems marked the 
progress of the Savings and Mortgage 
Division’s committee on electronics at a 
recent meeting in Pennsylvania. 

_The American Bankers Association’s 


division stated that the first of the two 
subcommittees will study the feasibility 
of conducting methods clinics in all parts 
of the country to develop greater banking 
efficiency and prepare for electronic data 
processing. The second committee will 
report on the cooperative venture in 
electronic data processing by four insur- 
ance companies in Hartford, Connect- 
icut. 

The committee feels that it has reached 
a point where a representative group of 
bank presidents should be oriented in 
electronic developments. 

Learn latest developments. The com- 
mittee on electronics met with repre- 
sentatives of data processing equipment 











TEL-A-DATE 
$32.50 


With or without pens 
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manufacturers to learn the latest develop- 
ments that have been made in the equip- 
ment field. They were reported to be 
satisfied with the work of the equipment 
industry and urged both small and large 
banks to be ready for the equipment that 
manufacturers are rapidly developing. 

Shown seated at the conference table 
in the accompanying picture are members 
of the electronics committee. They are, 
from left to right, George E. Levine, vice- 
president, Providence Institution for Sav- 
ings, Providence, Rhode Island; Walter 
F. Clow, vice-president, The First Na- 
tional Bank, Chicago; Robert E. Fend- 
rich, vice-president, The Howard Sav- 
ings Institution, Newark, New Jersey; 
Park Adikes, Jamaica (New York) Sav- 
ings Bank; Robert F. Marchant, vice- 
president and treasurer, The Bank for 
Savings, New York City; John Adikes, 
president, A.B.A. Savings and Mortgage 
Division, and president, Jamaica (New 
York) Savings Bank; Everett Livesey, 
chairman, committee on electronics, and 
vice-president and secretary, The Dime 
Savings Bank of Brooklyn; Ray Dunker- 
ley, senior deputy manager of the A.B.A. 
in charge of the Savings and Mortgage 
Division; Richard F. Burdett, treasurer, 
Newton (Connecticut) Savings Bank; 
Gustave Bottner, Jr., vice-president and 
comptroller, Dry Dock Savings Bank, 
New York City; Donald S. Thompson, 
first vice-president, Federal Reserve Bank 
of Cleveland; and Edward Kahn, assist- 
ant treasurer, Chase Manhattan Bank, 
New York City. 

Representatives of the equipment man- 
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ufacturing industry are shown standing 
behind the committee. 
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Automation Glossary 


Automatic data processing is changing | 


the meaning of the English language. 
The National Office Management Associa- 
tion has just published a glossary of 
automation terms which defines 500 words 
used in automatic data processing. 
Common terms take on an entirely 
different meaning. A field, for example, 
is defined as a set of one or more char- 


GLOSSARY 
OF 
AUTOMATION TERMS 
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Automation terms defined 


acters. A head is a device which reads, 
records or erases information. 

The glossary was prepared by NOMA’s 
Automation Committee, headed by Wil- 
liam J. Jacquette, Ernst & Ernst. Copies 
are available at $2.50 each from the 
National Office Management Association, 
1931 Old York Road, Willow Grove, 
Pennsylvania. 
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Safe Deposit Manual 


A new manual covering the technical 
and practical aspects of safe deposit 
services has been published by the Penn- 
sylvania Bankers Association. The 68- 
page manual was developed by the PBA 
Safe Deposit Sub-Committee under Chair- 
man Martin H. Cole, manager, Safe 
Deposit Division, Mellon National Bank 
& Trust Company, Pittsburgh. 

The booklet contains a full set of 
recommended forms and contracts for 
safe deposit departments plus a set of 
working instructions for vault personnel 
to assist them in conducting operations. 
Copies are available at $2.50 each from 
the Pennsylvania Bankers Association, 
30x 152, Harrisburg, Pennsylvania. 
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lower Seeds Boost Loans 


The State-Planters Bank of Commerce 
& Trusts, Richmond, Virginia, inaugu- 
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TRAVELLERS GUIDE TO 


TRAVELLERS GUIDE TO 
‘ 

S Al { EY The countries of the kangaroo and 
a aoa f kiwi—Australia and New Zealand— 
Boon v es are among the fastest growing markets 

in the world. 
If you are planning to go there, we'll 
be glad to send you a copy of “Com- 
pany Formation in Australia” and our 
Travellers’ Guides—there’s one for 
each of the ten principal centres con- 
taining valuable up-to-the-minute in- 
formation, including street maps:— 
Sydney, Melbourne, Adelaide, Perth, 
Brisbane, Tasmania, Wellington, 
Auckland, Christchurch and Dunedin. 
a,’ They'll be forwarded to you and your 


ik ANH NEW ZEALAND 


customers if you wish, by airmail, with- 
HANK LIMITED 


out cost—together with a copy of 
“Australia’s Continuing Develop- 
ment.”” Just write to: 

General Manager’s Office 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 


Chief Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
196 Featherston Street, Wellington, New Zealand 


The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 


AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 
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Craftsmanship and Cotton Fiber 
Make the Obvious Difference in 


WESTON BOND 


Character that catches the eye ... a crisp, convincing 
feel that commands attention . . . sparkling brightness 
that makes your letters stand out — these are good quali- 
ties to have in your company letterhead. 

In Weston Bonp you get them to the highest degree 
because WEsTON Bonbp is made with cotton fiber, nature’s 
finest papermaking material. 

Ask your printer to use WEsTON Bonp on your next lot 
of letterheads. He has it in white, colors, white opaque, 
litho finish and envelopes to match. Or write for a 
sample book and make your own comparison. Address 
Dept. BU. 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


WESTON BOND 


Cotton Fiber Quality Letterhead Paper 
COTTON FIBER BONDS + LEDGERS * MACHINE POSTING LEDGERS + INDEX BRISTOLS 
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ate - Planters” 
Bank of Commerce and Trusts 


Improvement loan promotion 


rated a special promotion for home im- 
provement loans this spring. 

In addition to regular billboard, news- 
paper, radio and television ads, the bank 
this year included a packet of seeds in 
its April statements to remind home- 
owners of State-Planters home improve- 
ment loans. 

Printed on the outside of the packet 
is a list of home improvement loans 
available at the bank plus a schedule of 
repayments. 
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| European Market Proiile 


A new booklet, “A Profile of the Euro- 
pean Market,” has just been published 
by the De Twentsche Bank of Amster- 
dam, Holland. 

It contains comparative market data 
for the European Economic Community 
on such subjects as population, produc- 
tion, consumption, transport, imports 


European trading data 
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and exports, finance, public revenue, do- 
mestic life and labor. 

The booklet also has a number of 
charts and maps which show the flow of 
imports and exports within the common 
European market. 
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Drums Herald New Branch 


Opening of the Farmington Village | 
branch of the Hartford National Bank | 
and Trust Company, Hartford, Connect- | 
icut, was formally proclaimed with a roll | 
of drums and the reading of a proclama- | 
tion by Samuel P. Cooley, branch man- | 


ager of the striking new office. 


Opening is proclaimed 


Significance of the drum-beating lay 
in the fact that the Old Farmington 
Drum, reputed to be the oldest in Amer- 


ica, was on loan to the bank from the | 
Connecticut Historical Society for the | 
opening ceremony. Dating back to the | 


1600’s, the drum, seen at the right of the 
scroll, was once used to warn the original 
settlers of Indian attacks. 
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Donates Credit Textbooks 

The Equitable Trust Company, Balti- 
more, Maryland, recently presented 450 
copies of a consumer credit textbook to 
the Baltimore Public Schools. The text- 
book, titled “Using Our Credit Intelli- 
gently,” is published by the National 
Foundation for Consumer Credit and will 
be used by senior high school students. 

J. Russell Hughes, vice-president in 
charge of Equitable Trust’s  con- 
sumer credit office, said that the new 
hook fills a long-felt need in the country’s 
schools. The book, he added, will teach 
young graduates how to use credit with 
care and intelligence. 
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Ooops! We Erred 


It’s a good thing Captain Kangaroo | 
doesn’t get angry at people. If he did, 
he would probably be miffed at us for the 
‘rror we made in our June issue. We 


gave the wrong address for the Koster- | 
Dana Corporation, the company which is | 


promoting the Captain Kangaroo Treas- 
ure House Savings Club. 


For the record, Koster-Dana is located | 


it 145 Bedford Street, Stamford, Con- 
necticut. 
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VIA BANK OF AMERICA 
TRAVELERS CHEQUES 


.. money only you can spend 


B of A Travelers Cheques are the largest selling, best advertised bank cheque 


in existence. Sellers receive 23% more commission over non-bank cheques. 


And, the world-wide acceptability and 


quick claim service of Bank of America 








Business is BIG 
in Pittsburgh... 


AMERICA’S 
BIGGEST 
INLAND RIVER 
PORT 


Pittsburgh handles more water ton- 
nage in a year than the Panama 
Canal. In the past five years, Pitts- 
burgh’s river tonnage has increased 
more than 34%. Add to this its rail 
freight . . . and Pittsburgh’s total 
freight tonnage is greater than that 
of any other industrial area in the 
world! 

Yes, big river business makes 
Pittsburgh one of the world’s most 
vital transportation centers. And 
Peoples First provides a variety of 
banking services for many of 
America’s largest transportation 
companies. 

If you’re planning to do business 
in this busy market, let Peoples 
First provide your correspondent 
services. Our booklet, ‘‘Correspond- 
ent Service in Pittsburgh,” outlines 
our specific services. May we send 
you a copy? 


PEOPLES FIRST 


NATIONAL 
BANK & TRUST 
COMPANY 


Lhink Oo 


PEOPLES 
FIRST 





Pittsburgh 30, Penna. 
Member F.D.I.C. 





























Selling Directors on Instalment Credit 
By Curtis Kendall 


Vice-President, American Bank and Trust Company, Mobile, Alabama 
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The vast majority of banks, both large 
and small, are engaged in instalment 
lending of some type and to some degree. 
Thus, it is no longer necessary to sell 
directors on the cold facts that instalment 
lending is a desirable, safe and profitable 
activity in which banks can engage. 

Most directors are aware of these facts 
and readily admit them. Yet, many of 
these same men do not enthusiastically 
support instalment lending in their own 
particular banks. Let’s look further for 
the explanation. 

Getting down to cases, not one sale 
but many different sales are involved. 
First of all, a number of basic qualities 
must be considered. 

The first common denominator is loose- 


| ly described as “human nature,” with 
| a range from the cussed to the sublime. 
This involves motivation research which 


is essentially a search for the real, deep 
down motives that impel individuals to 
do what they do and to act as they act. 

Opinion vs_ preference. These _ real 
motives are often quite different from 
the reasons honestly given by the indi- 
vidual in support of his actions and 
choices. One writer has said, “Remember 
that there is a difference between a per- 
son’s stated opinion and his actual un- 
conscious preference.” 

Applying this to the problem of deal- 
ing with directors, here are some conclu- 
sions that can be drawn. 

First: Board members may have a 
good opinion of instalment credit and 
yet not have a genuine personal prefer- 
ence for the program in their bank. 

Second: Any sale made must be made 
to individual members of the board. Do 
not expect to make a mass sale. 

Third: Before these individual mem- 
bers can be sold, it is imperative to 
acquire a true understanding of the real 
and possibly subconscious motives that 
govern their actions. 

With this in mind, the instalment credit 
man must sell himself to the directors. 
The only way to do this is by having self 
confidence plus the ability to radiate it. 

Most directors are successful business 
men, which means they are men of 
strength and self confidence. Make no 
mistake about it, they will admire these 
same qualities in others, no matter what 
may be the age difference or station in 
life. By this same token, such men are 


| usually impatient with undue timidity. 


Personal desires and ambitions. An- 
other factor involved in selling oneself 
deals with personal desires and ambitions. 
The instalment credit man must have a 
clear and specific objective thought out 
for himself. He must know where he is 
going and how he is going to obtain his 
goals. If he can enlist the interest of more 
of the directors in himself, it may well 
prove more effective than all the facts 
and supporting data he can marshall. 

The very nature of instalment credit 
makes it imperative that directors have 


every confidence in the officer in charge. 
Instalment credit is not commercial credit 
chopped into small pieces. It is mass 
credit, and must be extended on a basis 
that will permit the rank and file of 
honest little people in each community 
to qualify and obtain the commodities 
and services that are necessary to their 
way of life. 

Also, this is a fast moving form of 
credit. The dealer and the consumer both 
require almost an immediate answer to 
their requests for credit. There is no 
time to hold a directors or loan committee 
meeting when somebody wants to finance 
a refrigerator or passenger car. 

Clear loaning policies. It is interesting 
to note in this connection that more than 
35 years experience in a large number 
of banks has proven that where clear, 
overall loaning policies have been estab- 
lished, it is safe to delegate to experienced 
non-officer employees, where necessary, 
the authority to extend a tremendous 
volume of instalment credit. 

Instalment operations of the size now 
under discussion cannot reach _ their 
maximum efficiency or achieve their true 
purpose of extending mass credit success- 
fully unless they are departmentalized 
and made the responsibility of one man. 
Then, once the broad policies for the 
operation of the department are worked 
out and agreed upon, a maximum degree 
of freedom within these policy limits 
must be given to the man responsible. 

He will be expected to adhere strictly 
to such policies and produce satisfactory 
results. Beyond that, he should be given 
sufficient time and the freedom to prove 
his ability to run and supervise the 
operation. He cannot do this if either the 
board or management “blows hot and 
cold” on instalment lending. 

Recognize problems. These items have 
been tossed out at random in the hope 
that instalment men may recognize more 
clearly some of their own problems. From 
this list, some conclusions are obvious. 

First: While selling the members of 
the board personally is a first and a 
must, it is not enough. 

Second: The selling of the board is not 
a “one-shot” affair after which every- 
body can relax, but involves a continuous 
relationship in which mutual confidence 
and understanding must grow. 

Third: The common denominator of all 
these situations is the absolute necessity 
of keeping the board regularly informed 
as to both the nature and results of the 
instalment program. In no other depart- 
ment of commercial banking are reports, 
trends and comparative statistics so vital. 

Fourth: Instead of thinking of manage- 
ment as some impersonal force with 
which they have to deal, instalment credit 
men should visualize themselves as impor- 
tant contributors of information and 
ideas needed to influence management 
decisions about credit practices. Then the 
job becomes progressively easier. 
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New Hartford plans bring complete 
medical protection to your employees 


A worried employee, with a backlog of big medical bills 
not covered by ordinary hospitalization, rarely gives full 
attention to his job. But—when you protect your people 
with Hartford’s new-type plans, you insure their peace 
of mind and your company’s work schedules, too! 


The Comprehensive or Integrated Major Medical Plans 
offered by the Hartford Accident and Indemnity Company 
are uniquely flexible. They can be written on the all-cause 
basis, or on a per-cause basis at a lower rate. Both plans 
give full range coverage up to catastrophe limits. 


Another welcome feature is the fast, expert service of 
Hartford’s Claim Office network. More than 200 offices 
from coast to coast assure quick claim handling wher- 
ever you have operations or employees. Still another 
plus is the streamlined premium payment procedure. All 
these benefits are backed up solidly by Hartford strength 
and integrity. 
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Ask your Hartford Accident and Indemnity Agent or your 
insurance broker about this new, flexible group protec- 
tion. With the help of Hartford Group Insurance 
specialists, he will plan a complete and economical 
program for 10* or 10,000 employees, to fit your require- 


ments. See him this week. 
*In Florida, 15 


Year in and year out you’ll do well with the 


HARTFORD 


Fire Insurance Company 


GROUP 


Hartford Fire Insurance Company 

Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey, Hartford 15, Connecticut 
New York Underwriters Insurance Company, New York 38, New York 
Northwestern Fire and Marine Insurance Company 

Twin City Fire Insurance Company, Minneapolis 2, Minnesota 











The Nation’s Bank Buildings Put Best Face Forward 


Emphasis is on modern design for these new and remodeled quarters 





























Jacksonville, Fla. The Florida Northside Bank features 

a low, sweeping wing with the bookkeeping section located 

over drive-in teller windows. Contrasting marbles high- 
light main section of this spacious building 





Toulminville, Ala. This new branch of the First 

National Bank of Mobile shows effective set-in of 

entrance and windows. Note contrast of materials 
used. Drive-in windows are provided 




















Memphis, Tenn. Grey limestone and pink buff face 

brick provide an attractive exterior for the Summer 

Avenue branch of The First National Bank of Memphis. 
Plantings add beauty to this modern office 





Salt Lake City, Utah. Fieldstone, brick and glass 

combine in modern design to form this attractive 

exterior of the new University Office of the Walker 
Bank and Trust Company. Note overhang 


Bank Building Corporation of America 
Upland, Calif. A prominent walk-up window and con- 
temporary design mark this outstanding Foothills 
Branch of the First National Bank of Ontario. Note 
accent on glass and effective use of name 
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Waterbury, Conn, A wide overhang highlights the ex- 
terior of the North End branch of the Waterbury Na- 
tional Bank. Walk-up window at left serves customers 
in a shopping center. Maximum use is made of glass 
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Hattiesburg, Miss. Two drive-in windows domi- 

nate one side of the new Mississippi Southern 

College branch of The Citizens Bank of Hatties- 
burg. Note use of overhang, large windows 





Bogalusa, La. This modern Columbia Street office of the 

Washington Bank and Trust Company features concrete 

slab construction and wide expanses of glass. Drive-in 
banking is provided as well as off-street parking 
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Palo Alto, Calif. Brick veneer creates a tapestry effect 
for the new Stanford Industrial Park office of the Amer- 
ican Trust Company, San Francisco. One of the interior 
features of the building is a large customer’s lounge 


Plaquemine, La. The Iberville Trust and Savings 
bank remodeled their only building and built this 
attractive addition. Glass and white marble highlight 
the exterior of the new building. Huge canopy pro- 
tects the entrance and blends with the design 


Green Bay, Wisc. A massive pylon and an extended over- 

hang dominate the exterior of the new home of the Wis- 

consin State Bank. The canopy continues around one side 
of the building to serve two drive-in windows 





rs /J 
Valley Stream, N. Y. Vertical floor to ceiling blinds 
offer an eye-catching feature to the face of the new 
Green Acres office of the Valley Stream National 
Bank. Note the bold use of overhang, sign 


Hialeah, Fla. Over 12,000 square feet of space was added 


to The Hialeah-Miami Springs Bank in recent expansion 

work. The operating departments were moved to the 

newly-constructed second floor while customer service 
facilities on the main floor were enlarged 
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Heppner, Ore. Still another use of modern design is 

seen in this new office of the Bank of Eastern Oregon, 

Arlington. Wood and glass curtain walls. have been 
suspended between the brick sections 


Philadelphia, Pa. This new 63rd Street branch office 
of the Girard Trust Corn Exchange Bank invites 
the passerby with its front wall of glass 


Berea, Ohio. An attractive pylon highlights the exterior of the 
Cleveland Trust Company. The large building provides spacious 
quarters for customer services and bank operating departments 
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ern Arizona Bank and Trust Company follows Spanish 


Renaissance lines. Inside, this Southwest Territorial 


style is retained in interior decorations and pieces of art 
found in lobby that is finished in marble and mahogany 







Cincinnati, Ohio. This attractive brick colonial is the 
new Hyde Park office of The First National Bank. 
The building includes a 24-hour lobby for night de- 
pository, a drive-in window and off-street parking 
facilities. The building includes a community room 
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Jackson, Miss. (above), Milwaukee, Wis. (below). Two varied 
treatments of bold design in bank fronts are shown above and 
below. Aluminum, brass and plastic are blended to produce 
the striking face of the Jackson-Hinds Bank (above). Con- 
trasting panels of color add to bank’s attractiveness. Below, 
striking use of vertical lines highlight entrance of Marshall 


and Ilsley Bank’s Wisconsin Avenue branch. 


Mounting 


of the sign on the vertical struts dramatizes bank’s name 
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Shelbyville, Ind. Extensive remodeling at The Shelby 
National Bank resulted in this impressive building. 
The bank’s quarters were expanded in the renovating 
to include a new safety deposit vault, installment loan 
department and an employee’s lounge 


Sa eRaR 








Louisville, Ky. Unusual window treatment makes this 
4th and Oak branch office of the Lincoln Bank and Trust 
Company an outstanding example of contemporary design. 
The spacious office offers drive-in services and off-street 
parking. The office provides 3,800 square feet of space 


be 


to describe the new Queen Street office of. the 
Citizens and Southern National Bank of South 
Carolina. Restoration of the old building for two- 
story banking quarters was aimed at preserving 
the historic Charleston setting. Flowers bloom on 
two sides of the building and in a patio at the rear. 
The outside stairway leads to a conference room 
and the interior is paneled with cypress. A 60- 
ear parking lot adjacent to the building is en- 
closed with a brick wall and massive wrought 
iron gates protect the lot’s two entrances 
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Charleston, S.C. “The bank in the garden” is used 
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New Bank Interiors To Set Architectural Design Pace 










Variety of materials, colors used to spark bright and modern buildings | 









































Building “Corporation of 


Bishop National Bank’s 100th anni- Wilson, N. C. This striking lobby of the Southside 





Honolulu, Hawaii. 





versary was marked by recently-remodeled and enlarged office, National Bank of Wilson, makes maximum use 
quarters of the head office. The block-long lobby features of limited floor space. Contrasting colors and modern 
a lowered ceiling, Italian marble and cool tropical colors lighting add to the beauty of this drive-in branch 








Bank Building Corpo tion of iaetibe 
‘henemel lighting, acoustical tile ceiling 
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Boston, Mass. The accent is on the circle in the new 


Lincoln Street branch of The First National Bank. and colorful murals highlight the new lobby of the 
Dramatic use of lighting plus the stylized Boston Champaign National Bank. Ceiling over tellers is lumi- 
skyline on the back wall are focal points nous plastic. Note sit-down and stand-up writing desks 
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Waupun, Wise. Another example of semi-circular design Philadelphia, Pa. Contrasting marbles are used to 


in a modern bank lobby is this richly-appointed section of face the tellers counter at the new Madison House 
The National Bank. Effective lighting eliminates shadows. office of The First Pennsylvania Banking and Trust 


Drop ceiling over tellers dramatizes natural brick wall Walls are of terra cotta, white and blue 
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New Orleans, La. Marble and polished black mahog- Los Angeles, Calif. The new Fifth and Bixel Branch of 
any are used to form the modern tellers counter in the Security-First National Bank features attractive 
the new Civic Center branch of the Hibernia National furnishings in a light and spacious atmosphere. Black 
Bank. A luminous ceiling covers the tellers and white Formica fixtures are blended with walnut 
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While 
you 

were 
having a 
midnight 


snack... 


...our armored truck picked up 
28,000 cash items at the airport 


Nothing could be more leisurely than a 
midnight snack. 

But no one could be less leisurely than 
we while this is going on—and the city sleeps. 
All through the night, our armored trucks 
are speeding to and from the airport to pick 
up cash items for processing. 

On a typical trip at midnight, for in- 
stance, we picked up 28,000 items—and sped 
them directly to the bank without so much 


as a moment’s delay at the post office. All 
told, about a quarter-ton of cash items are 
hurried to us each day from the airport. 

Is it any wonder, correspondents from 
coast-to-coast like to do business with us? 

If you would like to know how we can 
save you money by saving you time, why not 
get in touch with us? 

We'd be glad to discuss it with you in 
your office. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 
Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 
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BURROUGHS CLEARING HOUSE sony. 1950 


Mr. Dowling (above at right) reviews operations with Assistant Manager Ernest 
W. McKee (center) and K. F. Beaudry, special representative 


Franklin National has full-scale Equipment Finance Department 


WAY PAVED FOR IMMINENT BOOM 








it Takes ‘Know-How’ re 


To Serve The 


Construction Industry 








ROAD EQUIPMENT FINANCE 


A leader in this specialized field discusses pitfalls and 
significant differences in this type of instalment credit 


in 1956 providing for increased 

federal aid to build highways on 
a Scale never before attempted, it was 
widely assumed that the manufacture 
and financing of construction equip- 
ment would soon be booming. More 
than two years have elapsed and the 
boom has not yet materialized. 


Wir Congress enacted the bill 





SEE COVER: This will be familiar 
scene as road building program gets 
in high gear. It pictures Interna- 
tional TD-24 crawler tractors and 
Bucyrus-Erie equipment at work on 
four-lane highway project 
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By 
RICHARD M. DOWLING 
Vice-President, 
Equipment Finance Department, 
The Franklin National Bank 
of Long Island, 
Franklin Square, New York 


However, the most significant obsta- 
cles have now been corrected by 
the falling off in general business ac- 
tivity. Bond interest rates are now 
lower, and there has become available 
a visible supply of labor to fill the 660,- 
000 jobs of actual road-building plus 
the jobs of manufacturing the equip- 
ment ‘and materials needed for the 
big program. The current recession 
has renewed public and government 


interest in getting the work started to 
make work for people who have been 
thrown out of employment elsewhere. 

Meanwhile, engineering and land 
acquisition have been proceeding 
steadily in some states. It now seems 
likely that highway construction will 
go ahead within the next several 
months at a steadily accelerating pace, 
and that 1960 will see the great road 
construction program really in full 
swing. 

When that time approaches, there 
will be a substantial increase in the 
sale of road building machinery. Prac- 
tically all of this will have to be fi- 
nanced by someone, for heavy con- 
struction is an industry that requires 
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investment in machinery far beyond 
the readily available resources of 
most contractors. To the bank that is 
prepared to handle a worthwhile vol- 
ume of this financing properly, it can 
become a significant source of net 
earnings in the period ahead. 

Our bank has been active in equip- 
ment financing for half a dozen years, 
and has proved to the satisfaction of 
all concerned that this is something 
at which we can make money. We did 


Action Views Showing 


Two Caterpillar motor 
graders, one equipped 
with a Preco  scarifier, 
the other with an Ulrich 
trench filler make short 
work of a reconstruction 
job on U.S. Highway 81 
near Alvarado, Texas 


not set out deliberately to enter equip- 
ment financing at the time we made 
our first such loan back in 1950. We 
really backed into it, by way of the 
Small Business Loan Department. 

One small business to which we 
made a loan was a Long Island con- 
tractor, for the purchase of one piece 
of machinery for $5,000. We subse- 
quently extended several more credits 
of the same type, actually purchasing 
the instalment paper from the equip- 


Some of the Many Different Kinds of Roadglor 











ment dealer. These opened new vistas, 
and we went looking for contractor 
paper from representative equipment 
dealers. These credits turned out very 
well. By the time our Small Business 
Loan Department had grown to 30 
people, 20 of these employees and 
officers were working on equipment 
purchase credits. This was clearly a 
case of the tail wagging the dog. So 
we split the operation into two differ- 
ent departments, and ever since then 


Service trench along access road to Minnesota 
State Highway 100 brings Minneapolis-Moline 
445 tractor and Ottawa backhoe into action 
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we have gone our separate ways. 

In the ensuing years we have 
learned a few facts about equipment 
financing that may prove of value to 
other banks. We believe we know not 
only the opportunities afforded by 
this type of business but also the in- 
herent limitations imposed by the 
size and type of the banking institu- 
tion itself, and at least the outstand- 
ing pitfalls to be avoided. This arti- 
cle is written to pass along this 





knowledge for the benefit of other 
bankers to whom this field may, upon 
examination, prove of interest. In a 
classification of bank credits, equip- 
ment financing is one type of instal- 
ment credit. Basically, it is in some 
respects like extending credit on con- 
ditional sales contracts, chattel mort- 
gages, or other similar instalment 
instruments covering hard goods 
items such as automobiles, washing 
machines, or television sets. Both 


Mountain road builders in Kentucky are using J. I. Case TerraTracs in 
novel method of supplying “red dog” fill for muddy spots in roads. Bull- 


dozer pushes fill over side of hill to Model 800 tractor-shovel several hun- 
dred feet below. Tractor-shovel loads trucks for transport to fill areas 


Allis-Chalmers Model 45 motor 
grader prepares a road bed for 
surfacing on Ventura Freeway 
near Ventura, California. This 
type of grader is also used around 
the clock on the 187-mile Northern 
Illinois Toll Highway 
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types of customer paper are obtained 
in much the same way, through the 
dealer who makes the sale. 

There are, however, significant dif- 
ferences. This machinery financing is 
truly commercial banking, because 
these credits are all extended to fi- 
nance the purchase of income produc- 
ing equipment. Thus, if the purchaser 
makes competent use of the machine 
he purchases with the proceeds, the 

See ROAD EQUIPMENT FINANCING—Page 84 


onstruction Equipment Used in Building the Nation’s Highways 
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Arizona highway near Tuba City 





Le Tourneau-Westinghouse 660 motor grader 
shown leveling fill material on the new North« 





This program to help key personnel get 
located in the Delaware Valley area 
brings new business and good-will 


Unusual Bank Service 
oF TRANSFERRED EXECUTIVES 


HILADELPHIA-bound business- 

men whose firms are customers of 

our bank now have access to what 
we believe is a unique organizational 
service. Through establishment of an 
Executive Transfers Department we 
attempt to help the busy executive 
who has been transferred to the Dela- 
ware Valley area. This help is aimed 
at minimizing the many details a new 
area resident faces when he moves 
his family into the area. 

What happens to the busy business 
executive when his firm moves him 
to a new location? The most well- 
planned moves, he may find, are com- 
pounded with confusion, delay and ex- 
pense as he scrambles to find a place 
to live and then is faced with the prob- 
lem of financing the new mortgage, 
buying furniture or attending to the 
many other expenses involved in re- 
locating. Even if he is able to spend 


By GEORGE H. EARLE, IV. and J. MARSHALL DELAMATER 


Vice-President 


Assistant Vice-President 


Provident Tradesmens Bank and Trust Company, Philadelphia, Pennsylvania 


the time to select a home carefully, 
he cannot hope to learn the true nature 
of the neighborhood, local taxes, school 
and transportation facilities, recrea- 
tional areas, etc. He is further faced 
with the problem of gaining a mort- 
gage on the home and obtaining in- 
terim financing to make the down pay- 
ment to the mortgage. 

Many of the larger banks, of course, 
do take particular pains to provide help 
to personnel of clients’ firms who re- 
locate in their cities. Nearly all banks, 
at one time or another, are called upon 
to provide some advice to families 
moving into their areas. But most of 
these contacts, at best, are one-shot 
requests fired at bankers who do their 


best to channel information to the 
customer from limited sources they 
have established. 

While our bank, and possibly many 
others, have become more and more 
concerned with the mechanics involved 
in this stepped-up migration of key 
figures in industry, it took a direct 
request for a more or less formalized 
service to jog us into putting our 
thoughts on paper and asking for the 
cooperation of other departments 
within the bank. In an informal dis- 
cussion with the treasurer of a large 
manufacturer of electrical products 
late last year, we learned of the hard- 
ships experienced by these transfer 
employees. Once we determined the 


A separate department has been established to help with the many problems of relocating families 


Vice-President Earle, left, checks Philadelphia Mr. 
map with Assistant Vice-President Delamater 
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Delamater introduces prospective Philadelphia resident 
to Vice-President Frank J. Hermann, lending officer 
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PROVIDENT |] TRADESMENS 


Bank and Trust Company 


BROAD & CHESTNUT STREETS 
PHLADELPIOA a, PA 


June 11, 1958 
Mr. James W. Hermann, Treasurer “ 


Lukens See] Company 
Coatesville, Pennsylvania 


Dear Jimmy: 


It has come to our attention in the last year or so that industry throughout the country 
is moving its employees from location to location with an increasing tempo. When a man and 
his family move from one city to another, there are naturally many problems which he must 
face. Although most of these problems are worked out with the company itself, we have re- 
cetved an increasing number of requests from these people for financial help and advice. 


The most common of these requests are: 

1. Where and how to obtain a mortgage? 

2. Interim loans for the purchase of a new home prior to the sale of the old home. 
3. Loans for moving expenses prior to reimbursement by the company. 








Then there are numerous questions such as: information about lawyers, brokers, and 
other professionals; the best locations for a new home with regard to schools, taxes, etc. We 
have tried to provide the answers to these and to the many other questions which plague anyone 
moving to a new and unfamiliar community. 


“jim. we're moving vou up 
to manage our Philadelphia Office.” 


; In order to render what we consider a rea! service to our customers throughout the 
country, we have decided to do something concrete to help these newoomers to the Delaware 
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type of information and help most 
needed by the incoming Philadelphia 
residents, we called a meeting of the 
heads of such departments as time 
sales, real estate, business develop- 
ment, and operations and outlined our 
goal of establishing an Executive 
Transfers Department. The depart- 
ment heads later reported on how the 
operations of their respective depart- 
ments could best be marshalled to pro- 
vide the needed assistance to the new 
department. By April 1, we were ready 
to provide full services to our cus- 
tomers. 

Initially, we mailed a personalized 
letter to all of our business account 
customers informing them of our de- 
sire to help personnel of their firms 
locate in the Delaware Valley. The let- 
ter outlined our offer to provide infor- 
mation on home mortgages and actu- 
ally place the mortgage if so requested. 
it also described how the Executive 
Transfers Department stood ready to 
provide details on schools and taxation 
in local residential areas, as well as 
“ecommending physicians, lawyers and 
»rokers. Finally, the letter offered 
‘nancial assistance to the newcomer 
‘n the forms of interim financing for 
the purchase of a new home prior to 
"ne sale of the person’s former resi- 
“cence, and loans to cover moving ex- 
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Display ads appeared in financial press and a local newspaper 









for these services. 








Early response to advertisements, letters, convinced management of the need for the new service 


penses prior to reimbursement by the 
company. 

Each letter was accompanied by 
four introduction cards that personnel 
officers and branch or regional man- 
agers could fill out to refer transferr- 
ing personnel to Mr. Delamater at the 
bank. 

The letter was immediately supple- 
mented by an illustrated advertise- 
ment in the Wall Street Journal and 
the Inquirer, one of Philadelphia’s 
metropolitan daily newspapers. We 
knew that the Journal ad would reach 
the management officers of the area’s 
leading industries. The follow-up ad- 
vertisement in the Philadelphia paper 
was intended to show our regular 
banking customers that Provident 
Tradesmens was pioneering in another 
service. 

The immediate response to the let- 
ter was gratifying. A large percent- 
age of those contacted quickly replied 
that they would take advantage of our 
services whenever the opportunity 
arose. Our own prediction regarding 
the need for the service was further 
borne out by the content of many of 
the letters. 

A letter from one large appliance 


Initial announcement letters 
carried introduction cards 


Valley area. We have, therefore, set up a dep to 
financial assistance and render advice to the 
"Execetive Transfers Department," will be headed up by Mr. J. Marshall Delamater, Assistant 
Vice-President. Mr. Delamater's headquarters will be in the Main Office at Broad and Chestnut 
Streets and be will be available to anyone needing assistance. Of course, there will be no charge 


We hope that your personnel officer, branch managers, and regional sales managers will 
recommend this service to your employees. 


We here at Provident Tradesmens are constantly searching for ways to be of service to 
our customers and we feel that this newest service can be of great value to you and those of your 
employees who come to this Delaware Valley Area. 





Letters introducing service went to bank’s business accounts 





im arranging the necessary 


* ‘This depa , to be known as the 





Yours very sincerely, 


rile, IV 
ident 


manufacturer stated: “I am sure that 
our people will find your assistance 
most valuable—the establishment of 
this new service is rather timely in 
view of our transferring personnel to 
our new location.” 

A steel company executive wrote: 
“This is really a splendid service. As 
a transfer myself, I know the difficul- 
ties involved.” 

An oil company spokesman replied: 
“The letter is a pleasant surprise and 
we will be most happy to refer any of 
our employees to you for counsel.” 

Other replies that agreed on the 
need for the service came from auto 
manufacturers, insurance companies, 

See UNUSUAL BANK SERVICE—Page 83 
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This Miami bank has taken full advantage of 
the phenomenal growth of boat ownership. 
finds the water “warm and inviting’*° 


ood Business: 


PLEAS 


LEASURE boat financing has 

come of age. 

And tied to the phenomenal 
growth of the pleasure craft industry 
has been the increasing cooperation 
of the nation’s bankers to help broaden 
this market by offering credit to the 
growing number of enthusiasts who 
want to own their boats. Further, 
these banks have realized the need for 
extending credit to a large number 
of the industry’s 17,000 marine deal- 
ers. The First National Bank of Miami 
is typical of the banks that have got- 
ten their feet wet in the field of boat 
financing and found the water warm 
and inviting. 

There are many reasons for the 
swelling ranks of boat enthusiasts. To- 
day, outdoor living has become an in- 
tegral part of the American scene and 
millions of people are looking for an 
activity that the entire family can en- 
joy. For many, pleasure boating has 
provided the entire solution. It appeals 
to all ages, and often creates a chain 
reaction of new interests. For ex- 
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ample, the family may study naviga- 
tion together, and boat ownership can 
likewise serve as a hobby outlet for 
men and boys interested in mechanics. 
Moreover, the modern standard of liv- 
ing has enabled more and more people 
to realize this dream of taking to the 
water. More leisure time and higher 
personal incomes have become the 
stimuli to prod over 7 million Amer- 
icans into becoming pleasure boat 
owners. 

Boating’s appeal today is not re- 
stricted to certain geographical areas. 
Sales figures throughout the country 
show that substantial numbers of 
boats and motors are being sold in 
areas where water playgrounds may 
be as much as a day’s drive from the 
boat owner’s home. Florida, and espe- 
cially the Miami area, is of course a 
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major center for these small boat en- 
thusiasts, as our bank’s experience in 
financing these boats over the past 
five years attests. 

From a modest beginning in 1953 
when we were admittedly feeling our 
way in this relatively untried field of 
financing, we gradually expanded our 
operation. By the end of 1953, we es- 
tablished an indirect financing plan 
with a single large Miami dealer. Our 
satisfaction grew as we developed this 
type of paper and we continued to ex- 
pand our operations, which now en- 
compass not only direct lending but 
also a complete dealer plan involving 
wholesale as well as retail financing. 
This activity has now reached the 
point where direct and indirect loans 
account for an annual volume of more 
than $1,750,000. 

Pleasure boat loans, as we know 
them, usually comprise a complete 
“outboard rig” that includes the boat, 
motor and trailer. Electric starting, 
remote control accessories and cruiser 
comforts have served to increase the 
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W. J. Howard, Jr., vice-president in charge of dealer sales, calls on Frank Houchin, “Mr. Outboard Motor of Miami” 





The bank’s present volume of pleasure boat financing now exceeds $1,750,000 annually 


popularity of outboard motors tremen- 
dously. The latest figures show that 
the average boat purchased during 
1956 was 13.9 feet long. The trend is 
toward bigger boats and this is being 
aided by the following four factors: 
1. Bank financing for time payments. 
2. Larger motors with greater per- 
formance ranges. 3. Diversification of 
uses such as skin-diving, fishing, water 
skiing, boat clubs. 4. The age-old de- 
sire of the boat owner to “get a bigger 
one.”’ 

During the five-year period between 
January, 1953, and January, 1958, sev- 
eral adjustments in our required down 
payments and maturities were made. 
Our original plan called for a minimum 
down payment of one-third the retail 
price with a maximum maturity of 15 
months, or one-quarter down and a 


12-month maturity. In 1956 we ad- 
justed our requirements to call for a 
one-quarter down payment and ex- 
tended maturities to 24 months. Ma- 
turities were further lengthened to 
30 months in 1957, and later the same 
year competition from other lenders 
caused us to set the minimum down 
payment at 15 per cent with 36 months 
to pay. This policy continues today 
and no further change is contemplated. 

In direct lending, the majority of 
loans are made on a chattel mortgage 
and note, as in most cases the pur- 
chaser is buying the boat, motor and 
trailer from more than one dealer. 
When he buys a “full package deal” 
from one dealer, then a retail title 
contract is used. These loans are non- 
recourse and our rate is six per cent 
add-on plus credit life insurance. The 


customer is required to furnish hull 
coverage insurance for the term of the 
contract. 

On boats selling for $5,000 or more, 
the minimum down payment is 25 per 
cent and our rate is five per cent cis- 
count. On these boats we require lia- 
bility insurance in addition to hull 
coverage. 

Our annual dollar volume in direct 
lending boat financing is now in ex- 
cess of $400,000 and the average loan 
is for $1,970. 

Under indirect lending, all dealer 
paper is purchased on a full recourse 
basis with the exception of craft sell- 
ing for $10,000 or more. This higher 
type of loan is handled non-recourse 
on a prime credit basis. Our rate is 
eight per cent on balances up to 

See PLEASURE BOAT LOANS—Page 86 





































Detailed plans of what to do before, during 
and after a holdup, as drafted by a bank 
with the aid of police authorities 


A PROTECTIVE PROGRAM 
Against Bank Holdups 


WELVE bank holdups have oc- 

curred in San Francisco in branch 

offices of the major banks during 
the past four and one-half months. In 
eleven of these cases the bandits struck 
offices located on crowded Market 
Street, in the heart of the downtown 
business and retail shopping district. 
As this is written, nine of these hold- 
ups have been “cleared” and the ban- 
dits apprehended by the F.B.I. and the 
San Francisco Police Department, 
leaving only three cases unsolved. 

This was not merely a crime wave 
which happened to be centered in San 
Francisco. During recent weeks sim- 
ilar bank holdups have occurred in 
other West Coast cities, and news- 
paper reports indicate they are on the 
increase all the way across the coun- 
try. As these holdups continue to grow 
in number nationally, any banking 
area may become an early target. 

Our bank operates a total of 97 
offices, including 23 in San Francisco, 
8 in Oakland, 6 in Berkeley and 60 
more in other communities of North- 
ern and Central California. Even with 
this geographical distribution of of- 
fices, our bank during 1957 experi- 
enced seven holdups in six offices, 
which included both city and country 
branches. 

Our experience has demonstrated 
that a holdup in any bank can produce 
danger and great confusion, which 
prevents getting an adequate descrip- 
tion of the bandits and aids their quick 
get-away. Occasionally bank holdups 
result in injury to the staff. Our of- 
ficers are always deeply concerned for 
the safety of the employees as well as 
the customers who happen to come 
under the bandits’ guns. 

A bank holdup, like any other emer- 
gency, can be prepared for and may 
be prevented by a program of safety 
precautions. Then if it does occur, the 
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confusion and danger can be held to a 
minimum by planned procedures. 

Our bank’s program of protective 
procedures and what to do in the event 
of holdups has been developed from 
the combined thinking of the cashier’s 
department, auditing department and 
the public relations and publicity de- 
partment, plus the cooperation of the 
F.B.I. and the San Francisco Police 
Department. 

This program in printed form has 
been sent to all branch managers. We 
urge that the holdup procedures be 
reviewed periodically with the entire 
staff so that each person will know 
what to do if a holdup occurs. We em- 
phasize that frequent reviews of this 
program with the staff will help to 
prevent personal injury, reduce con- 
fusion, assure an accurate description 
of the bandits and their method of 
operation, and develop better coopera- 
tion with the F.B.I. and the press. 


But before discussing this program 
in detail it would be well to point out 
that the bank holdups here in San 
Francisco furnish a different problem 
from that of burglary. Actually, the 
pattern for bank holdups on the West 
Coast has changed. In former years 
bank holdups were committed by pro- 
fessionals who were members of a 
gang. Today the danger is that many 
of these holdups are committed by 
rank amateurs. 

Recent holdups in San Francisco 
banks seem to fall into three patterns: 

1. In the early morning before cus- 
tomers come in. 

2. The daytime robbery while the 
bank is open and tellers are busy with 
lines of customers. Most of those in 
San Francisco have been of this type. 

3. Somebody manages to hide in the 
bank after closing hours. 

The holdup early in the morning and 
the one at the end of the day are likely 
to be the heaviest from standpoint of 
loss, whereas in the daytime robberies 
all that is usually involved is a teller’s 
cash. 

Our bank’s protective procedures 
program is divided into three parts: 


With such holdups on the increase throughout the country, Americanfrust’; 











Bank’s head office switchboard, San Francisco, a vital link 
in the fast communications needed when a holdup occurs 





Squad car receives bandit description phoned by bank’s 
branch manager to police radio communications center 


Procedure for flashing quick information to police gives them a head start in nabbing suspects 


before the holdup, during the holdup, 
and after the holdup. 


Before the Holdup 


Our bank managers and their staffs 
are urged to become thoroughly fa- 
miliar with the following procedures 
and safety measures: 

If suspicious-looking persons or 
loiterers are observed in the vicinity 
of the bank, the circumstances should 
be reported to an officer. 

If automobiles are found parked 
with motors running in front of the 
banking premises, investigate why the 
cars are there. 

To the extent that it is practical, 
designated employees should perform 
part of their work daily on the mez- 
zanine. During working hours mez- 
zanine lights should always be on. 
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The doors to safe deposit vault and 
to other controlled areas of the vault 
are to be closed as soon as possible 
after banking hours. 

The bank’s alarm signals are im- 
portant in the protective program. 
Alarm installations can be tested at 
regular and irregular intervals to 
make certain they are always in work- 
ing order. 

It. is helpful to discuss alarm ar- 
rangements with adjacent business 
concerns and with local police. Em- 
ployees should be sure that the alarm 
box key is not accidentally left in 
the lock during the day. 

The working practices of tellers 
should be observed to make sure that 
the cash drawer is always locked when 
tellers leave a window more than mo- 
mentarily. Cash and checks under 


erican@rust’s protective steps are of timely interest to banks generally 
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teller’s surveillance should be kept out 
of reach and sight of the general pub- 
lic. A special precaution is to keep 
hide-away compartments locked at all 
times except when it is necessary to 
transfer surplus funds. 

Large deposits and cash shipments 
are to be processed in the vault or 
other protected area instead of the 
teller’s work space. 

Tellers are to turn over excess cash 
and very large cash deposits to the 
head teller or to vault reserve. 

The opening and closing procedures 
of each office call for frequent review. 
Particular attention should be given 
to the protective measures designed 
to prevent the “early morning holdup” 
before banking hours. A variation of 
the opening procedure is to have dif- 
ferent staff members arrive at differ- 
ent times, so that the opening routine 
does not fit into a rigid daily pattern. 
Similar care and caution should be 
employed in the afternoons after bank- 
ing hours. 


During the Holdup 


The staff is instructed to follow 
these instructions should a _ holdup 
occur : 

1. Obey the bandit’s instructions. 

2. Always play it safe. 

3. Make no movement that could 
stampede the bandit or cause him to 
fire his gun. 

4. Make mental note of the follow- 
ing description details for later 
reports: Color of hair and eyes, 
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From left: Henry B. Davidson, auditor; Lt. George B. Heeg, San Francisco 
police; Mr. Emery; Hal R. Strass, manager, publicity department 


Their combined efforts went into the program’s development 


complexion. Age, height, weight. Na- 
tionality or race. Type and color of 
clothing. Number of men engaged in 
holdup. Exact time. Means employed 
in escape (auto, etc.) License number 
and state, type and make of car, color 
and other details to help identify auto- 
mobile. 

5. Use alarm system immediately. 
There is some variation in the way the 
alarm functions throughout our bank- 
ing system. In San Francisco, for ex- 
ample, an alarm is flashed from the 
branch to the head office switchboard. 
The head office telephone operator no- 
tifies police and reports holdup; also 
notifies auditing and publicity depart- 
ments. 

After the holdup alarm light flashes 
on the head office switchboard, no tele- 
phone calls will be routed to the af- 
fected office, as the ringing of .the 
telephone might stir up some bandit 
to start shooting. The head office tele- 
phone operators wait until the first 
outgoing call has been placed by the 
affected office, after which normal tele- 
phone communications can be resumed. 

Across the Bay in Berkeley the 
alarm system functions in a similar 
way through the Berkeley main office 
telephone department. In the Oakland 
offices the alarm goes to the police. 
In all other offices the alarm in most 
cases rings in the police station or in 
a nearby store. In most offices a light 
also flashes on the platform. 


After the Holdup 


Regardless of where the holdup has 
occurred, the manager of that office is 
in charge and handles contacts with 
the police, F.B.I. and the press. He 
serves as the bank’s spokesman in re- 
leasing holdup information. 
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Our instructions are that the fol- 
lowing actions should be taken imme- 
diately after the holdup: 

Have someone follow the bandits at 
safe distance to determine direction 
and method of get-away. 

In San Francisco the first outgoing 
call from the held-up office is placed 
immediately by the manager (or his 
authorized representative). He calls 
the head office telephone department, 
confirms the holdup, asks for police 
department radio communications and 
gives them the following information: 
Confirmation of holdup. General de- 
scription of bandits. Method and di- 
rection of get-away, if possible. 

This descriptive information is 
flashed immediately to the units of the 
police department that are on the way 
to the holdup scene. It often helps to 
bring about the quick arrest of the 
bandits before they have had time to 
make their get-away. This procedure 
for flashing quick information to the 
police was adopted on the recommen- 
dation of the San Francisco police de- 
partment. 

Here are some subsequent post- 
holdup actions and precautions to be 
carried out under the direction of the 
manager: 

The street door must be closed and 
a senior employee stationed there. No 
one should be permitted to enter ex- 
cept police, F.B.I., press represent- 
atives and authorized bank personnel, 
until the holdup area is properly pro- 
tected. The bank should not be re- 
opened to the public for business until 
the manager determines that this can 
be done without interfering with in- 
vestigation of the holdup. 

Bank employees and the _ public 
should be kept away from the holdup 


area to preserve latent finger prints 
and other clues. It is essential not to 
touch or handle equipment or notes 
left by bandits. 

Customers should be asked to re- 
main to give details of the holdup or 
to leave their names and addresses. 

It is best not to discuss any details 
with other employees until the inves- 
tigation is completed. 

The manager should permit no one 
to enter the affected cage or area until 
the cash has been counted and the 
amount of the loss determined. 


Press Relations After Holdup 


We have decided that it is not feasi- 
ble in our large branch banking system 
to centralize the release of holdup in- 
formation through the head office. The 
press, police and the F.B.I. agents ail 
want information immediately and the 
essential facts can be given by the 
manager without loss of time. 

It is recognized that it is to our ad- 
vantage to cooperate fully with the 
press in event of a bank holdup. Fail- 
ure to do so will almost invariably 
result in adverse publicity for the 
bank. 

The press relations problem begins 
within minutes after a holdup. News- 
paper men often arrive on the scene 
as soon as the police, possibly even 
before. 

The manager is confronted not only 
with the press but also with the police, 
the F.B.I. and possibly with customers 
and others. If organized to meet this 
problem the manager is more likely 
to make a good impression and earn 
the goodwill of all concerned. 

Tellers’ work space, cages and vaults 
are restricted areas to which no one 
may have access except persons whose 
duties require their presence there. 
Members of the press should have free 
access to the officers’ platform and the 
bank lobby only. 

The manager is normally the spokes- 
man. It is likely, howevel, that he may 
be called upon to work with the police 
and the F.B.I. To insure good press 
relations, the manager may wish to 
name one or two officers or responsible 
members of the staff to serve as 
spokesmen, at least until he is free 
to do so himself. 

General information about the hold- 
up should be released without hesita- 
tion, but there are exceptions regard- 
ing specific points of information. 

“How much was stolen?” will prob- 
ably be the first question asked by the 
press. It is a key question (from the 
standpoint of the press) because the 
amount usually determines the grav- 
ity of the crime and the news value 
of the story. In rare circumstances, 
the spokesman may know almost the 
exact amount stolen. If convinced that 
his estimate is accurate, it is permis- 

See BANK PROTECTIVE PROGRAM Page 37 
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its own tailor-made program 


TRALVEES 


Robert Morris Associates answers long-felt need 
witha practical, highly flexible course of study 


program at which lending prob- 

lems are discussed, high on the 
agenda is the perennial question: 
“Where are our skilled loan and credit 
officers of the future coming from?” 
The job of developing replacements for 
these key posts is commonly consid- 
ered to be the most complex and 
dificult training task confronting 
bank managements. 

Recognizing the urgent need for as- 
sistance in this area, particularly in 
behalf of moderate-sized banks, Robert 
Morris Associates, the National Asso- 
ciation of Bank Loan Officers and 
Credit Men, has published “A Train- 
ing Guide for the Bank Credit Depart- 
ment.” 

The project was initiated by Past 
President J. Wallace Ely, executive 
vice-president, Security Trust Com- 
pany, Rochester, New York, and the 
manual compilation was the work of 
a two-man committee: W. E. Loeb- 
Mann, vice-president, Central Trust 
Company, Rochester, chairman, and 
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William B. Webber, assistant vice- 
president, Security Trust Company. 

The new ring-bound course of study 
contains a wealth of material culled 
from many sources, and organized in 
a series of lessons or assignments with 
supplied or suggested outside refer- 
ence reading. The current president 
of the Associates, William R. Chap- 
man, vice-president, Midland National 
Bank of Minneapolis, points out that 
the training guide is not an elaborate 
theoretical textbook but largely con- 
sists of articles written by the group’s 
own members who are daily confronted 
with the problems covered. It is de- 
signed to supplement the everyday 
work of a credit department, and basic 
courses of study such as those offered 
by the American Institute of Bank- 
ing. The program may involve only one 
or two men at a time, and does not en- 


tail tests or classroom work, so that 
it is extremely flexible in its applica- 
tion. And, since the manual is in 
looseleaf form, new material can be 
added to it by a permanent RMA com- 
mittee formed for that purpose. 

In introductory sections, the guide 
contains suggestions to the trainor 
on selecting trainees, outlines the ele- 
mentary routines most banks delegate 
to junior credit men, lists the text 
sources and reference articles in the 
manual, and provides a course outline. 
It also cites a bibliography of outsjde 
reference material given in an earlier 
Associates’ publication, The Credit 
Department—A Training Ground for 
the Bank Loan Officer, commonly re- 
ferred to as the RMA Blue Book, 
which is pocketed in the back cover of 
the new manual. 

A front cover pocket contains 
pamphlets covering financial state- 
ments, 40 questions and answers about 
audit reports, how to appraise man- 
agement, the facilities of Dun & 

See HELP FOR CREDIT TRAINEES—Page 88 
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Any way you look at insurance 
Old Republic has the answer 


A comprehensive specialized insurance 
program puts you in a better position to do 
business with home furnishings and appli- 
ance dealers. They want all-round security 
for their time-sales. You can deliver it with 
Old Republic’s credit life, accident and sick- 
ness coverages. 


In addition, you can offer complete fire and 
other loss insurance. One source for all cover- 
ages on diversified instalment credit means 
you can give better service more easily. In- 
quiry will show you the Old Republic Com- 
panies provide exactly what you want. 


ASK US HOW TO GET THE MOST OUT OF FURNITURE AND APPLIANCE LOANS 
... ONE CALL HANDLES ALL YOUR INSURANCE PROBLEMS 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 


Old Republic 


Insurance Company 
Greensburg, Pennsylvania 
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Mortgage Experts Review 
FHA Insurance 


Changing economic times may have 
affected the basic assumptions on 
which FHA mortgage insurance pre- 
miums are computed. This and other 
matters concerning the Federal Hous- 
ing Administration, as insuror, and 
the mortgage lending industry, as its 
customers, were the topics of a one- 
day conference of FHA officials and 
industry leaders June 9, resulting in 
coordinated plans for further study. 

The principal issue, it developed, 
was whether the mortgage lenders 
could be granted lower-cost insurance 
without endangering the privately- 
financed reserve position of the FHA. 
This broke the issues down to several 
sub-questions, and it was generally 
agreed that the whole series should 
be made dependent on a complete re- 
view of the actuarial assumptions on 
which the FHA calculations are made. 


The discussion centered around esti- 
mated FHA _ reserve requirements 
which affect the soundness of the 
mortgage insurance program and 
make the FHA a6 self-supporting 
agency, with no reliance on tax-money 
support. 

The group also considered a sugges- 
tion that the total insurance payment 
to FHA for premiums should be made 
in a lump sum at the time of making 
the loan. This was not regarded favor- 
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ably by the assembly of experts. 

There was some discussion of a 
widely-heralded plan to distribute 
FHA dividends to mortgagors peri- 
odically during the life of the loan 
rather than in a lump-sum balloon 
payment when the loan reaches final 
maturity. Sentiment running against 
this was that the amount of work en- 
tailed would not be justified by the 
small equitable adjustment gained. 

An accompanying view shows the 
industry advisory committee convened 
with Norman P. Mason, FHA Com- 
missioner. Reading from left in the 
front row are Joseph J. Braceland, 
vice-president, The Philadelphia Sav- 
ing Fund _ Society, Philadelphia; 
Harry Held, vice-president, The Bow- 
ery Savings Bank, New York City; 
R. Manning Brown, Jr., vice-presi- 
dent, New York Life Insurance Com- 
pany, New York City; Mr. Mason; 
Carlton S. Stallard, president, Jersey 
Mortgage Company, Elizabeth, New 
Jersey; John G. Jewett, vice-presi- 
dent, The Prudential Insurance Com- 
pany of America, Newark, New Jer- 
sey; and P. M. Minter, vice-president, 
National City Bank of Cleveland. 

From left in the second row are 
Cowles Andrus, president, County 
Bank and Trust Company, Passaic, 
New Jersey; Samuel E. Neel, general 
counsel, Mortgage Bankers Associa- 
tion of America, Washington, D.C.; 
Robert M. Morgan, vice-president, 





Mortgage lenders meet with Housing Commissioner to consider possible FHA revisions 





The Boston Five Cents Savings Bank, 
Boston; Elmer H. Grootemaat, presi- 
dent, A. L. Grootemaat and Sons, Inc., 
Milwaukee, Wisconsin; Harry P. 
Bergmann, vice-president, Riggs Na- 
tional Bank, Washington, D.C.; Irving 
G. Bjork, vice-president, Connecticut 
General Life Insurance Co., Hartford; 
Dr. James J. O’Leary, director of eco- 
nomic research, Life Insurance Asso- 
ciation of America, New York City; 
Donald MacGregor, executive vice- 
president, T. J. Bettes Company, 
Houston, Texas; and Norman Car- 
penter, second vice-president, Metro- 
politan Life Insurance Company, New 
York City. 


Small Business Bill 
Pleases Conservatives 


While the Small Business Capital 
bill is a Government gimmick which 
bankers generally prefer not to have, 
the bill as cleared by the House and 
Senate Banking Committees met most 
of the criteria laid down by the Ameri- 
can Bankers Association and the Ad- 
ministration. 

In an election year, it was obvious 
that political forces required some 
record to be made that candidates for 
reelection to Congress could use for 
platform-defense purposes. The ques- 
tion was: How to hold it down? The 
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original Patman-Johnson proposal 
skirted the issue of taxpayers’ money 
by raiding the surplus funds of the 
Federal Reserve Banks for $100 mil- 
lion, on top of retrieving the idle $27.5 
million in the Section 13-b industrial 
loan fund of the Reserve System. This 
would serve as the hard-core capital 
of a system of Small Business Capital 
Banks, which could expand enor- 
mously. 

So much protest arose against this 
audacious proposal that its authors, 
Rep. Wright Patman of Texas and 
Senate Majority Leader Lyndon B. 
Johnson, abandoned their extreme 
proposal and brought in another less 
startling bill. By the time it cleared 
the Senate Banking Committee, the 
idea of a separate and independent 
system of far-flung business capital 
banks was thrown out and the opera- 
tion limited to a $250 million revolv- 
ing fund, initially provided by the 
Treasury through the Small Business 
Administration. 

In the House a further reform was 
introduced, one of possibly far-reach- 
ing effects. The Senate bill followed 
the practice, widespread in recent 
years, of authorizing the Treasury to 
enter the market to borrow the 
amounts, without reference to the 
appropriation process. The House 
bill merely authorizes the money to be 
appropriated, which means that the 
Appropriations Committee must ac- 
tually set up the money. 

If this maneuver is successful, even- 
tually the Government lending and 
spending agencies now obtaining their 
money through so-called public debt 
operations would be required to sub- 
mit to the appropriations process, just 
as all tax measures must originate in 
the House Committee on Ways and 
Means. 

If this can be accomplished at a cost 
of $250 million, it will be well worth 
it in the light of the hundreds of 
billions of unappropriated funds spent 
by executive agencies since the public- 
debt-operations scheme was originally 
dreamed up. 
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Financial Institutions Act 
Must Begin Over Again 


With the adjournment of Congress 
set for somewhere in the week of Au- 
gust 11-16, the recodification of bank- 
ing laws is now definitely crowded out 
of the legislative picture for this ses- 
sion of Congress. That means that the 
proposed legislation must start out all 
over again, under both handicaps and 
advantages. 

To take the advantages first, there 
is much to be salvaged from the work 
of the two Committees. The issues 
have been narrowed down and the 
foundations laid for a better under- 


standing of their interplay. Bankers 
are now alert that the bill cannot be 
had merely for the asking; that there 
must be continuous intelligent work 
as individuals working with their Con- 
gressmen at close range. 

On the disadvantage side are the 
frustrations. The Senate Banking 
Committee, having done its part in 
obtaining Senate passage of the bill, 
is hardly likely to take the initiative 
when Congress comes back in Janu- 
ary. The Senate attitude is more apt 
to be, “It was suffocated in the House, 
let the House revive it.” 


“Cut Taxes or Spend More” 


Extensive questionnaires sent out 
to business and economic leaders by 
the Senate Finance Committee during 
its investigation of the financial con- 
dition of the country brought back 
replies from a score of bankers and 
banking association officials. With 
only a few qualified responses, the 
answers to the questions from bank- 
ing sources were in favor of cutting 
taxes rather than increase spending, 
if some Federal intervention becomes 


necessary. 

But the letters expressed confidence 
that no such intervention will be 
necessary. 


Typical was the reply of Homer J. 
Livingston, president of the First 
National Bank of Chicago. Mr. Liv- 
ingston favored the course that would 
be least inflationary, and found that 
to be tax reduction. “Should the pres- 
ent adjustment persist,” he told the 
Committee, “further Government ac- 
tion might be desirable in the form 
of some reduction in taxes, coupled 
with some alteration of the tax struc- 
ture, with the objective ultimately of 
a lower level of Government spending. 

“IT do not believe that inflation is 
desirable or is a necessary condition 
to full employment.” Mr. Livingston 
added, “It would be a grave error of 
major proportions if it became ac- 
cepted that a gradual rising level of 
prices was an inevitable and necessary 
condition for full employment.” 

Dr. Grover W. Ensley, executive 
vice-president of the National Asso- 
ciation of Mutual Savings Banks, gen- 
erally agreed. He placed monetary 
action in first priority, and if this 
should fail to arrest the employment 
fall-off, the next best thing to do 
would be to cut taxes. He placed in- 
crease of expenditures in a category 
of “based on considerations other than 
that of economic stabilization. . . . In 
any case it should be recognized that 
the larger the increase in Government 
outlays, the less need be the reduction 
in tax rates to achieve full employ- 
ment. As a corollary, reductions 1 
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need credit information or assistance? 
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Our credit officers are constantly contacting business 





ig. § and industry firsthand. First National credit officers have 

is § a thorough knowledge of business conditions generally as 
jon § well as specialized knowledge of particular fields of Our busy Credit Department ... where we keep up-to-date information on 
on business. Their knowledge and experience are available commercial paper names and accurate credit files on thousands of individuals 
of to you at all times. and companies in St. Louis and throughout the nation. 


ac- 











he T your request, our credit officers will collect all the perti- 

, nent facts through the use of our nationwide system of 
ive ~ o correspondent banks and our daily contacts with recognized 
so- ae if Hil hy . 5; agencies and accredited sources. These facts are then care- 
en- § - HH Sitheattss fully analyzed and evaluated before being passed on to you. 
airy i , fi ° . . 
his <a ST Our credit officers will also help you analyze commercial 
ent : ; . ved an, THE Fl RST loan applications . . . assist you with your credit forms or 
do § ie ti i* IN ST.LOUIS . any other phase of your Credit Department operations. We 
in- | 4 hope you’ll call on us often to provide credit information and 
ory assistance as well as other correspondent services. 
1an 

In For information about our many other correspondent services, 
hat § mM WII write for free copies of the newly revised ‘Sincerely Yours” 
ent J cS ae sa booklet. Send your requests to First National Bank in St. Louis, 
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St. Louis 1, Missouri. 
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IS THE NAME 
TO INSIST UPON IN 


NG PRODUCTS 


AUTOMATIC COIN WRAPPERS 


-.- ARE SO ACCURATE 
MISTAKES ARE IMPOSSIBLE! 


None other so accurate. They wrap all coins 
from 1c to $1.00 so accurately .. . made by a 





A single wrapper designed 
to wrap pennies, nickels, 
dimes and quarters in HALF 
SIZE packages. Tapered or 
gummed edge. Printed in 2 
colors. Made of highest qual- 
ity Kraft stock for greater 
strength. 



















COLORED BILL STRAPS 


~ 
4900 
P-| OP” extra 


STRONG, 66 Ibs. 

Also a favorite with Banks 

. . extra strong... in 7 

$so0| standardized colors for quick 

identification of package. 

They are 1!5” wide affording ample space for 

marking and stamping. Colored Kraft prevents 
transposition. 


BANDING STRAPS 


Better Than Rubber Bands 
They're ideal for packag- 
ing currency, deposit 
tickets, checks, etc. Much 
better than rubber bands 
as they will not break or 
deteriorate with age. Size 
of band, 10 in. x % in. 
Made of strong brown 
Kraft with gummed ends. 
Packed 1,000 to a carton. 








Send For FREE SAMPLES 
To DEPT. B 


AND windows oe special machine that affords this unusual pre- 
| | cision . . . any chance of error is eliminated! 
ae? oe aaa Patented Red Windows, revealing amount and 
b e irony denomination, afford “ease of visibility.” They're 
se a unequalled by competition. 
at | 
THIS 1S AMERICA’S NO. 1 SELLER 
‘KWARTET’ COIN WRAPPERS RAINBOW COIN WRAPPERS 
A SUPERIOR HALF-SIZE WRAPPER The Teller immediately 


QUALITY BILL STRAPS 





identifies the denomination 
of contents by color of wrap- 
per... red for pennies, blue 
for nickels, green for dimes, | 
orange for quarters, yellow 
for halves, gray for dollars, 
prevent transposition. Indi- 
cia designated by figures. 
With tapered edges. 











FEDERAL BILL STRAPS 


50 Lb. Tensile Strength 
Made so extra strong of 
quality Kraft paper, they 
afford a breaking strength 
of 50 Ibs. per sq. inch, 
hence they protect longer. 
Normal and reverse fig- 
ures, with color for (12) 
denominations, revealing 
value of package regard- 
less of the position. 


TELLER’S MOISTENER 


Speeds up Teller’s counting and banding of cur- 
rency. Moisture for finger tips, capillary pad for 
Bill Straps, in just the right amount of moisture. 
Made of plastic, in rich mahogany finish. 


Sponge For Fingers. 
Pad For Bill Straps. 











L. DOWNEY CO. 
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Federal expenditures at this time will 
require larger tax reductions than 
would otherwise be consistent with 
attaining high levels of employment.” 


Deposit Insurance Fund 
Viewed as Leveler 


Jesse P. Wolcott, board chairman of 
the Federal Deposit Insurance Corp., 
is cautioning bankers not to regard 
the $1,800 million deposit insurance 
fund as a substitute for bank capital. 

As he views it, the insurance fund 
is something like a man’s bank bal- 
ance—that which he has on hand to 
work with. It is wholly apart from 
his total worth. The total worth of 
the banking system is its net capital, 
now about $18 billion, or ten times the 
size of the deposit insurance account. 

It is this total capitalization of the 
banking system that brings out the 
greatest concern of the supervisory 
authorities. As bank assets expand, it 
is necessary to increase base capital 
correspondingly. Bankers generally 
recognize this need, and in most cases 
have readily responded to it—some- 
times spontaneously, and sometimes 
after a little nudging by the super- 
visory agencies. 


+ ° Sd 


Conference Season Closes 


Except for those whose presence in 
Washington is required until Con- 
gress adjourns, the end of June 
marked the close of the season, which 
begins annually in September, when 
the Nation’s Capital is the scene of 
numberless conferences among Gov- 
ernment officials, economists, bankers 
and other financial executives. 

They have scattered for the sum- 
mer, and anything that can be put off 
until after Labor Day will be so 
treated. 

There will be scattered hearings by 
some Congressional Committees of in- 
terest to bankers, but rooms will not 
be so hard to obtain at the hotels and 
the waiters will be streaming off to 
lucrative jobs at lush summer resorts. 

One of the last of the broad-view 
economic conferences was staged by 
the National Citizens Committee for 
a Strong America, which met here 
June 19-20, and attracted to its panel 
of speakers such luminaries as Fed- 
eral Reserve Board Chairman William 
McChesney Martin, Secretary of Com- 
merce Sinclair Weeks, Assistant Sec- 
retary of the Treasury A. Gilmore 
Flues, Rep. Clarence G. Cannon, and 
former American Legion Commander 
Erle Cocke, Jr. 

Assistant Secretary Flues traced 
“a number of favorable factors in the 
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current situation which indicate that 
the long-term factors for growth are 
strongly asserting themselves. Month 
by month, we can see proof that our 
basic strengths are effectively resist- 
ing the downturn. 

“From both the long-term and 
short-term point of view,” Mr. Flues 
continued, “private enterprise econ- 
omy is putting on an impressive per- 
formance of resistance to further 
decline without so-called ‘massive’ in- 
tervention by Government. Every 
time we examine a proposal for Gov- 
ernment action, therefore, let us ask 
these questions: 

“1. Can we reasonably predict the 
likely results of the suggested pro- 
sram in terms of reduced and sustain- 
able growth, new job opportunities 
and new expansion opportunities? 

“2. If it is a spending proposal, can 
we predict what effect $10 million or 
$20 million more a week would do in 
light of the facts that the Federal 
Government right now is spending 
$11% billion from Monday morning to 
Friday night? 

“3. Will the program contribute a 
real and justifiable continuation of 
confidence? 

“4. Is it the type of thing a pru- 
dent Government would normally do— 
the type of action which inspires con- 
fidence and does not create doubt? 

“5. Will it do these things without 
unduly increasing the fiscal burdens— 
Federal, State and local—which must 
be sustained by the American econ- 
omy?” 


FHA Certified Agency 
Program Is Booming 


Banks, savings and loan associa- 
tions and mortgage companies are 
flocking to the FHA’s Certified 
Agency status, with the total amount 
of commitments during May exceed- 
ing the total amount for the entire 
period since November 1957, when the 
program had its first beginnings. 

Under the program, an approved in- 
stitution can greatly expedite the 
processing of loan insurance applica- 
tions by doing the work themselves— 
all except the required independent 
appraisal. A commitment issued by a 
certified agency is final so far as the 
particular loan is concerned; if FHA 
on review finds errors, its recourse is 
{0 withdraw certification, but that 
vould not affect past commitments. 

As of June 20, there were 1,073 
agents appointed. Of these, 701 are 
banks, 213 are savings and loan asso- 
ciations, and 116 are mortgage com- 
panies. All are treated equally, and 
the program permits institutions to 
move into smaller areas—particularly 
niortgage companies. 
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Monthly Review 


THE BANK OF NOVA SCOTIA 





Banker’s-eye view 
of Canadian business 


nN OBJECTIVE look at developments and 
trends from a Canadian viewpoint—that’s 
the BNS Monthly Review. Designed for busi- 
nessmen, it is written by senior economists of 
The Bank of Nova Scotia. 


Each issue analyzes a basic development affect- 
ing the Canadian economy. Executives in 70 
countries find these reports valuable. You will, 
too, if you do business in Canada, orare thinking 
about it. 


To put your name on our mailing list for free 
copies of the Monthly Review, fill in and mail 
the coupon below. 


The BANK of NOVA SCOTIA 


New York: 37 Wall Street. Chicago Representative: Board of Trade 
Building. General Office: 44 King St. W., Toronto. London Offices? 
24-26 Walbrook, E.C.4; Waterloo Place, S.W.1. More than 500 branches 
across Canada and abroad, 


Correspondents wherever men trade, 


Economics Department, D « 
The Bank of Nova Scotia, 
44 King Street West, Toronto, Canada. 


Please put me on your complimentary mailing list to receive the 
Monthly Review. 





Street _ 


City 





Company 






































DON’T “crack” under pressure—let PNB correspondent service | ver 
help ease the strain. 








: 
i | 
PNB’s transit operation, fox example, puts pressure on itself to * 
take pressure off you — works full time, day and night, to save we 
you time on transit items. Succeeds, too—as your own com- : _ 
parison of date-stamps will prove. . 
PNB can help you in many other ways. In a nutshell, your job 
e ° e ° - N. 
will be easier with PNB as your Philadelphia correspondent. 
THE PHILADELPHIA NATIONAL BANK | oicesin 
Organized 1803 PHILADELPHIA, 
- } BUCKS, DELAWARE ] 
PHILADELPHIA 1, PA. Main Office + Broad & Chestnut Streets AND MONTGOMERY i 
ember Federal Depo sit Insurance Corporation COUNTIES ; 
M ia l Dey I Cor; i J 4 
July, 
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The gavel changes hands as new 
officers of the National Association of 
Bank Auditors and Comptrollers ac- 


cept their new positions. Pictured 
here, from left to right, are N.A.B.A.C. 
Executive Director Dr. F. Byers 
Miller, Steve H. Bomar, immediate 


past-president of the association and 
senior vice-president and_ treasurer, 
Trust Company of Georgia, Atlanta; 
First Vice-President Malcolm H. Gib- 
son, vice-president and cashier, Citi- 
zens Bank of Sheboygan, Wisconsin; 
President Franklin D. Price, vice- 
president, Texas National Bank, Hous- 
ton; Treasurer Donald J. MacDonald, 
auditor, Northern Trust Company, 
Chicago; and Second Vice-President 
Arthur C. Suhrbier, assistant auditor, 
Continental Illinois National Bank and 
Trust Company, Chicago. 

In the change of the election sched- 
ule for new officers for N.A.B.A.C., the 
new officers took up their new posts on 
July 1 after a mail poll of members. 
The early election, ratified by the 
membership in 1956, will enable officers 
actively to promote organizational pro- 
grams in advance of the annual con- 
vention, traditionally held in the Fall. 
The constitution amended to 
change the start of the group’s fiscal 
year from September 1 to July 1. 


was 
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Charles W. Buek and Berkeley D. 
Johnson have been appointed executive 
vice-presidents of the United States 
Trust Company, New York City. Mr. 
Buek serves in the investment depart- 
ment, and Mr. Johnson will continue 
to head the business development, ad- 
vertising and public relations activi- 
ties. 

a 


Newly elected vice-presidents of the 
California Bank, Los Angeles, include 
Norman Barker, Jr., of the out-of- 
town division, Charles W. Devan, of 
the city division, and Louis M. Schae- 
fer, instalment loan department. Wil- 


New N.A.B.A.C. officers 


liam H. Wieland, Jr., was promoted to 
comptroller at the same time. 

In other advancements at the Los 
Angeles bank, Earl K. Simpson was 
elected general auditor, and Thomas 
E. Mead became auditor. Named as- 
sistant comptrollers were Thomas B. 
Carson, Albert R. Jacobson, and Ray- 
mond H. O’Conner. 


+ 


In changes at the Northwest Ban- 
corporation, Minneapolis. John A. 
Sweeney was elected vice-president ; 
Roy L. Swenson became assistant vice- 
president ; and Walter C. Johnson was 
elected assistant comptroller. 


. 


The First National Bank, Wichita, 
Kansas, named Paul H. Woods presi- 
dent and elevated C. J. Chandler to 
chairman to head several promotions 
among bank officers. Elwood W. Oakes 
and T. C. Peffer were advanced to 
senior vice-presidents and B. M. Lester 


was made senior vice-president and 


Four men share in officer promotions at California bank 


N. BARKER, JR. 


C. W. DEVAN 
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elected in mail ballot 


trust officer. Sharing executive vice- 
president titles were John R. Tucker 
and Charles Q. Chandler. E. C. Hoben 
was named vice-president and cashier 
and new vice-presidents included Wen- 
dell G. Koons, Harry O. Hatfield and 
Curtis L. Good. 


a 


Walter C. Nelson, president of the 
Eberhardt Company, Minneapolis, was 
nominated as 
the next presi- 
dent of the 
Mortgage Bank- 
ers Association 
of America, ac- 
cording to an 
announcement 
of the nominat- 
ing committee 
that met recent- 
ly in Washing- 
ton, D.C. His 
election is ex- 
pected at the 
association’s annual convention to be 
held in Chicago, November 3-6. Mr. 
Nelson will succeed John C. Hall, pres- 
ent head of the group. B. B. Bass, 





W. C. NELSON 


president of the American Mortgage 
and Investment Company Oklahoma 
City, Oklahoma, was nominated as 
vice-president. 

+ 





The First Pennsylvania Banking and 
Trust Company, Philadelphia, has pro- 
moted William P. Davis, III, and John 
Reilley to senior vice-presidents. Mr. 
Davis, a vice-president in the commer- 
cial department since 1955, joined First 
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W. P. DAVIS, III 


Now senior vice-presidents 


Pennsylvania in 1931. 


Exnest Hart? 
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J. REILLEY 


Mr. Reilley has 
been in charge of the time sales divi- 





sion since 1950. He joined the bank 
in 1936. 
a 

In promotions at the American Ex- 
press Company, New York City, P. W. 
Bradford has been made executive vice- 
president of the subsidiary which di- 
rects the company’s overseas opera- 
tions, and F. B. Harding has been 
named senior vice-president of the sub- 
sidiary. Olaf Ravndal, Robert R. 
Matthews, and Robert C. Townsend 
have been elected senior vice-presidents 
of the parent company. 

In other promotions at American 
Express, James A. Henderson and 


Douglas F. Bushnell were elected vice- 
presidents of the parent company, and 
Wallace A. Campbell was elected comp- 


troller of both companies. 
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Twelve men recently shared in pro- 
Security - First 


motions at the 
National Bank, 
Los Angeles. 
Named _vice-presi- 
dents in the bank 
and customer rela- 
tions department 
were George Clark 
and Thomas Paul- 
son. Mr. Clark is 
immediate past 





TRACK CHAMPION 
(AUSTRALIA) 
BILLY CHINK 


MARK OF A CHAMPION 


Among dogs, the fastest breed 
alive is the fleet-footed, keen- 
minded Greyhound. 


Among banks, the swiftest, 
most dependable service any- 
where is offered by Commerce 
Trust. More than 1500 
correspondents know it... 
use it. . . enjoy it. 


(Om merce Trust G@mpany 


KANSAS CITY’S OLDEST AND LARGEST BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


president of the 
American Institute 
of Banking. Other 


G. CLARK 


4 





joining National Bank of Commerce. 
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Adrian L. McCardell at the First Na- 
tional Bank, Baltimore, Maryland. 
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Robert B. Silleck and Roderic B. 
Swenson have been appointed vice- 
presidents at The First National Cit) 
Bank, New York City. Mr. Silleck 
serves with the correspondent bank 
department while Mr. Swenson is asso- 


First National City officers 


R. B. SILLECK R. B. SWENSON 
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vice-president promotions went to Ed- 
ward L. Shaw, John E. Trott, Gordon 
W. McGinley, and John M. Roberson. 
New assistant vice-presidents are Far- 
rell J. Reilly and Robert B. Cockrill, Jr. 

New assistant auditor is Ermile N. 
Payne and David I. Powers was made 
assistant cashier. C. E. Carlson and 
D. F. Sroufe were named trust officers. 


After serving as chairman of the 
board for the National Bank of Com- 
merce, New Orleans, for only two 
weeks, Dale Graham died in a New 
Orleans hospital early in June shortly 
after suffering a heart attack. Mr. 
Graham had been president of the bank 
since 1950, and was named to the board 
chairman’s post on May 20. He also 
served as chairman of the National 
Bank of Commerce in Jefferson Parish, 
Louisiana. His banking career started 
| in 1915 and he served banks in Illinois, 
New York, and New Orleans before 


Vice-president is the new title for 


ema 








Fulton National Bank 
Atlanta, Georgia 


Modern banking at the Fulton National Bank includes 
the use of 59 Brandt Automatic Cashiers. The speed 


and accuracy of these machines assure customers of 


fast, dependable coin paying service at the teller 


windows of this bank. 


Brandts have been serving banks for more than 67 
years, An installation of the latest type Brandt 
Automatic Cashiers will give a bank the finest in coin 


paying service, 


A UT OM ATIC Cc AS HIE R 
WATERTOWN _ Established 1899 | WISCONSIN 





ciated with the supervision of the 
Southwestern district of the bank’s na- 
tional division. John W. Roberts has 
been named assistant vice-president of 
the bank. 

Two new officer positions have been 
created in the real estate and mortgage 
loan department of The First National 
City Bank. Daniel G. Amend and 
Daniel D. Dickey, both assistant vice- 
presidents, will fill the new posts. 

° 

Two new vice-presidents at the Na- 
tional Bank of Commerce, Houston, 
are Allen Danielson in the correspond- 
ent banking department, and Frank T. 
Rey in the trust department. W. Ray 








Scruggs was named assistant comp- 
troller. 
- 


The Bank of America, San Fran- 
cisco, has promoted Ernest W. Berger 
to vice-president. He is manager of the 
Rideout branch in Marysville. 

a4 


A. George Ridley has joined the 
Ionian Bank Limited, London, Eng- 
land, as managing director. He recently 
retired from the Midland Bank, Lon- 
don. 

o 


Lester W. Herzog, Jr., and Prentice 
J. Rodgers have been appointed execu- 








sees diiacicits 
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... We suggest you contact Imperial Bank of Canada. 
branches coast to coast, Imperial Bank can provide you with 
up-to-date information on trends, developments and business 
opportunities in Canada. Such information is readily available 
from Imperial Bank of Canada, Head Office, Toronto 1, Canada. 


IMPEP!... 


BANK OF CANADA 








—— 


whatever kind of business 
you are planning in Canada 


With 


Branches Coast to Coast in Canada 
and Correspondents throughout the World 
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L. W. HERZOG JR. 


P. ROGERS 


Advance at Albany bank 


tive vice-presidents at the National 
Commercial Bank and Trust Company, 
Albany. New York. Other appoint- 
ments included Alfred H. Hunt, Jr., to 
vice-president and William S$. McEwan 
to cashier. 

> 

J. Cameron Thomson, chairman of 
the board of the Northwest Bancor- 
poration, Minneapolis, has been elected 
as the first president of the Association 
of Registered Bank Holding 
panies, a recently-organized associa- 
tion. The board of directors of the 
13-member group met in Chicago for 
the first time recently to elect officers 
and draft a program to help tell other 
banks and the general public about 
bank holding companies. The group 
also will provide representation in the 
interests of bank holding companies 
before governmental authorities as well 
as gather information of value to the 
holding companies and their subsidiary 
banks. 

Other officers of the group are 
Joseph H. Colman, president of First 
Bank Stock Corporation, Minneapolis, 
Oscar H. Keller, president, Firstamer- 
ica Corporation, San Francisco, and 
Mills B. Lane, Jr., president, Citizens 
& Southern Holding Company, Savan- 
nah, Georgia, vice-presidents; and 
Henry Y. Offutt, vice-president, First 
National Bank of Louisville, Kentucky, 
secretary-treasurer. 

In addition to the holding companies 
already named, other members include 
the BancOhio Corporation, Columbus: 
Baystate Corporation, Boston; First 
Security Corporation, Salt Lake City, 
Utah; The First Virginia Corporation, 
Arlington; Marine Midland Corpora- 
tion, Buffalo, New York; Old National 
Corporation, Spokane, Washington: 
Shawmut Association, Boston; and 
Wisconsin Bankshares Corporation, 
Milwaukee. 


Com- 


4 


John A. Tate, Jr., has been elected 
vice-president of the American Com- 
mercial Bank, Charlotte, North -Caro- 
lina. 

° 


William A. McDonnell, president 0! 
the National Chamber of Commerce. 
and chairman of the board of the First 
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SECURITY 
LIQUIDITY 

NO RISK 

HIGH RETURNS 
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These add up to 
\ increasing your 
)\, bank's income 

‘/ substantially 
and safely 








Cash Value 


Life Insurance Loans are highly profitable. Collateral 
constantly increases in value — and there is an un- 
limited volume of these loans immediately available. 


TWO PLANS 
ARE AVAILABLE 


A. More than $165,000,000.00 of these loans have been 
The Direct-Broker Plan placed with banks throughout the country by Policy 
The loans are originated by our Holders’ Service Bureau for over 20 years. All are 
organization, and complete de- secured by cash values of life insurance policies issued by 
tails necessary to set the loans the largest companies. 

up for your Bank are handled by 

us. After the loans are received Convenience simplicity, liquidity, diversification, and 
and accepted by your bank, they security make these loans a most attractive investment. 
are handled directly with  bor- 

rowers. For More Complete Information and Bank References 


(Banks known to you) write 


B. 


The Service-Broker Plan 








The loans are made by our or- ; 
ganization to the borrower and e 

are sold to the Bank for the 

amount of the note. Al) details 


R incidental to this type of invest- 

ment are handled by us through- : 

out the life of the loans. SERVICE BUREAU 
ARTHUR |. BOREMAN & SONS 









1912 GRAND AVENUE 
DES MOINES 5. IOWA 
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These five Mosler Windows have handled up to 1,200 cars a day 
(averaged 567), many with multiple transactions. Elevated pas- 
sageway connects booths to main building. Booths are well-lighted, 
air conditioned and heated. 


Mosler safety drawers, bullet-proof glass give maximum protection. 
Note TV monitor (on closed circuit) for checking signatures inside 
bank. Booth shown houses drive-in and walk-up windows. 





Burroughs Clearing House 


Note how Mosler windows project from face of booth 
allowing Tellers view of line and approaching automobiles. 


HANDLED 12,474 CARS IN 22 DAYS! 





It used to be Merchants National’s parking lot. Then 
the bank’s management, Topeka housewives and Mosler 
turned the space into this booming Motor Bank. Here’s 
why half the bank’s business is now done on wheels. 











“And many of those 12,000 cars carried more than one cus- 
tomer,” says Mr. R. M. Bunten, President of Merchants 
National Bank of Topeka. “We’ve had a substantial increase in 


business—covering the full range of services—since opening our 
Motor Bank.” 


Why? “One reason,” says Mr. Bunten, “is that 70% of our 
drive-in customers are women. They can ‘motor bank’ with a 
minimum of fuss...don’t have to dress up, hire a baby sitter, 
worry about the weather, parking space, or waiting in line.” 


Why Mosler windows? “Mosler vault doors and safety deposit 
boxes have been giving us satisfactory service for years. We 
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chose our architects, Ekdahl, Davis and Depew, to design the 
Motor Bank and we specified Mosler for its equipment and 
know-how,” Mr. Bunten said. “We’ve had no maintenance 
whatsoever on any of these Mosler units.” 


Problem solving—a Mosler specialty 


From auto banking to the largest vaults and doors, Mosler de- 
sign and manufacturing experience is at your service. Mosler 
is the world’s largest builder of safes, vaults and bank equipment. 


Write for Mosler’s “AUTO BANKING IDEA BOOK” and information 
on any problem involving banking equipment. 


Integrated Banking Equipment by 


THE MOSLER SAFE CO. 


Dept. C, 320 Fifth Avenue, New York 1, N.Y. 




















Local Chamber makes award 


National Bank, St. Louis, Missouri, 
was recently honored by the presenta- 
tion of a testimonial certificate from 
the St. Louis Chamber of Commerce. 
The presentation was made at a ban- 
quet given for Mr. McDonnell to ob- 
serve his presidency of the national 
chamber. Shown with Mr. McDonnell 
(right) in the accompanying photo- 
graph is Clark Hungerford, chairman 
of the St. Louis chamber. 


° 


Robert J. Zimmer has been elected 





CASHIER’S 


\ PAD RACK 






RECEIPTS, PADS, 
VOUCHERS 
AT YOUR 

FINGER-TIPS 


Welded steel construction 
with rubber feet to prevent mar- 
ring or slipping. GRAY Finish. 

SIX POCKET 8° Wx 7%)” H x 4" D...... 4.45 
EIGHT POCKET 8” W x 914" H x 514" D..5.65 
TEN POCKET 8” W x 1112". H x 61%” D...7.50 


DEPOSIT TICKET 


HOLDER 


ELIMINATES 
STICK FILES. Con- 
tents easily re- 
movable. Sturdy 
steel construction. 


Gray finish. 10’°Wx6"Hx4"'D. 3.25 


MSI NAD one co, ine 


350 West Ontario St., Chicago 10, Ill. 


BANK AND CASHIER EQUIPMENT 
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president of the First National Bank 
of Mason City, Iowa. Mr. Zimmer has 
served as vice-president of the bank 
since joining its staff last year. 

° 


The duties of trust officer have been 
added to the work of H. Eugene Dick- 
huth, vice-president of the American 
Trust Company, New York City. 

- 


Directors of the Union National 
Bank of Charlotte, North Carolina, 
and the First National Bank and Trust 
Company in Asheville have approved 
tentative plans to merge the two banks. 
If supervisory officials and stockhold- 
ers of both banks approve the consoli- 
dation, top executive offices would be 
filled by George S. Crouch as chair- 
man, Charles D. Parker as vice-chair- 
man, Carl G. McCraw as president, 
and L. D. Brooks and Jonathan Woody 
as executive vice-presidents. 

Sd 


The title of vice-president has been 
given to Adam C. Vollmer at the Dry 
Dock Savings Bank, New York City. 
In other promotions, Robert Wylie 
was named treasurer and assistant sec- 
retary, and Edward J. Scinski was made 
comptroller and assistant secretary. 

. 


Rembrandt P. Lane, vice-president of 
the National Newark and Essex Bank- 
ing Company, Newark, New Jersey, has 
been promoted to vice-president and 
trust officer and will be in charge of the 
bank’s trust department. 

+ 


S. A. Jackson has become advertising 
manager of the Continental [Illinois 
National Bank and Trust Company of 
Chicago. He succeeds Julius K. Waibel 
who served the bank for 39 years. 

Sd 


Franklin E. Truax, formerly presi- 
dent of the First Security State Bank, 
St. Paul, Minnesota, has been named 
vice-president of the First National 
Bank, St. Paul. 

+ 


The Irving Trust Company, New 
York City, has promoted Frederick van 
B. Joy to vice- 
president. Mr. Joy, 
a staff member 
since 1953, serves 
in the bank’s per- 
sonal trust division. 
In other advance- 
ments, William L. 
Carlisle and Eric 
Freund were 
named assistant 
vice - presidents. 
New assistant sec- 
retaries are Roger L. Day, John W. 
Downey, Walter W. Gendermann, 
Harry E. Goett, Charles J. Peterman, 





F. van B. JOY 





Cecil J. Gunter, William W. Owen, 
Robert P. Hegeman, Andre F. Python 
and Augustus L. Putnam. William R. 
Conroy was made 
assistant auditor. 

In a later promo- 
tion, at Irving 
Trust, William M. 
Horner was made 
vice-president. Mr. 
Horner, who joined 
the bank = earlier 
this year, serves in 
the domestic bank- 
W. M. HORNER ing division and 

handles business in 
the mid-continental areas of the 
United States. 

Irving Trust has also appointed Eric 
P. Anderson as representative for 
Asia. He will be headquartered in 
Hong Kong. 

° 

The Alliance (Ohio) First National 
Bank recently had the opportunity to 
celebrate the 100th birthday of one of 
the bank’s directors, George H. Judd. 
He has served the bank as an active 
director for 54 years. 

a 


George A. Mensi and Dwight G. 
Allen have been appointed assistant 
vice-presidents at the Manufacturers 
Trust Company, New York City. 

° 


Franklin D. Price, newly-elected 
president of the National Association 
of Bank Auditors 
and Comptrollers, 
has joined the 
Texas National 
Bank, Houston, as 
vice-president. Mr. 
Price was formerly 
comptroller of the 
First National 
Bank in Dallas. He 
started his banking 
career with the 
Dallas National 
Bank over 20 vears ago and was elected 
comptroller of First National when it 
consolidated with Dallas National in 
1954. 

New trust officer at the Texas Na- 
tional Bank is Robert C. Shockney. 


F. D. PRICE 


Theron §S. Curtis, Jr.. was named 
trust officer and Samuel H. Pearson, 
L. Earle Betts, Richard R. Whipple, 
and Ralph W. Childs were elevated 
to assistant cashiers in promotions at 
the Industrial National Bank of Provi- 
dence, Rhode Island. 

a 


Harry A. Obert has been elected 
executive vice-president and secretary 
of The Marquette Building & Loan 
Association, Erie, Pennsylvania. He 
has been a director of the association 
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A TRADITION 
OF 
PERSONAL SERVICE 


As a correspondent of The Northern Trust, 
you will benefit from our extensive research 
facilities and widespread contacts throughout. 
the country. What’s more, an experienced 
officer will work with you personally to obtain 
promptly all available credit information that 
can be helpful to your bank and your 
customers. 

You will notice this same individual atten- 
tion in every phase of your correspondent 
banking relationship. Your officer at The 
Northern Trust, based on his understanding 
of your personal needs, can place the experi- 


The 


NORTHERN 


Box N, Chicago 90, Illinois 
Telephone Financial 6-5500 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Accurate, helpful credit information 


ence and facilities of our Banking, Trust, 
Bond, Foreign and Operating Departments 
at your disposal. Our staff is our most im- 
portant asset. 

One of our officers will be happy to call on 
you to provide additional information about 
our services. Write or call us today. 
“Suggested Services For 
Correspondent Banks” 
Fifty-four helpful services 
described. Write or phone for 
copies of this informative 
new booklet. 
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since 1933, and has served as its presi- 
dent since 1955. 


. 
Pomeroy Day, a director of The 
Connecticut Bank 


and Trust Com- 
pany, Hartford, 
since 1948, has been 
made executive 
vice-president. He 
will assume his new 
office on August 1. 
Mr. Pomeroy, a 
director of several 
Connecticut com- 
panies, is a partner 
in the law firm of 
Robinson and Cole, Hart- 





P. DAY 


Robinson, 
ford. 

In other promotions at Connecticut 
3ank and Trust, Benjamin P. Terry 
has been advanced to vice-president in 
charge of the investment division; 
James F. English, Jr., has been pro- 
moted to assistant vice-president ; and 
Harold E. Allen and Edward A. Arm- 
strong were named assistant treas- 
urers. 

¢ 

The National Bank of Washington, 
Tacoma, has elected Goodwin Chase 
executive vice-president and director. 

2 


_ John Davis Smith has been made 
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assistant vice-president at the Citizens 
and Southern National Bank of South 
Carolina’s Spartanburg office. 

* 


Vice-president in charge of insur- 
ance operations is the new title for 
A. Edward Archibald at Investors 
Diversified Services, Inc., Minneapolis, 
Minnesota. 

Sd 


J. F. Quaid, former vice-president of 
National Bank of Commerce, serves as 
president of the newly-opened Bank of 
Louisiana, also of New Orleans. Other 
officers of the new bank are Robert A. 
Avenel, vice-president, and Albert J. 
Haynes, cashier. 

* 


The advancement of E. Morris Bate, 
Jr., to senior cor- 
porate trust officer 
heads recent pro- 
motions made at 
the Girard Trust 
Corn Exchange 
Bank, Philadelphia. 
In other promo- 
tions, Andrew O. 
Friedrich has been 
named corporate 
trust officer and 
Geoffrey D. Finley 
has been made assistant vice-president. 
. 


Adlai H. Rust has been elected chair- 
man of the board at the State Farm 
Insurance Companies, Bloomington, 
Illinois, and Edward B. Rust has been 
named to succeed him as president. 

° 

When 
Charlotte, 
business in 


Bank, 
opened for 
A. McDonald, a 
Charlotte realtor, made a deposit. Re- 
cently the bank discovered that his 
account was still active and when they 
planned to celebrate the bank’s first 50 
years they asked Mr. McDonald and 
his wife to join in the festivities. In 
the accompanying picture, Miss Julia 


The Union National 
North Carolina, 
1908, W. 


A fifty-year customer 








Dunn, bank secretary, cuts the first 
slice of cake for the guests. 


+ 


The appointment of John T. De- 
Palma as vice-presi- 
dent in the metro- 
politan department 
of the Chase 
Manhattan Bank 
headed recent ad- 
vancements. Mr. 
DePalma joined 
Bank of Manhat- 
tan in 1932 and 
served as assistant 
vice-president at 
the time of the 
Chase- Manhattan merger in 1955. 
Named assistant vice-presidents were 
Francis X. Kosch, Edward B. May- 
beck, and Eugene L. Parker, Jr. 

Chase Manhattan has also promoted 
John E. Donaldson to assistant vice- 
president. 

The Chase International Investment 
Corporation, foreign financing sub- 
sidiary of the Chase Manhattan Bank, 
New York City, has appointed Webb 
Wilson vice-president. 





J. T. DePALMA 


o 


New chairman and chief executive 
officer of the Lafayette National Bank, 
3rooklyn, New York, is Milton T. 
Vander Veer. Fred J. Driscoll has 
been named chairman of the executive 
committee. 


. 


Frank Morast, Jr., has become comp- 
troller of the Columbus (Georgia) 
Bank & Trust Company. 


* 


In Chicago, The 
Bank has appointed 
John E. Hauss 
vice-president in 
charge of the con- 
sumer credit de- 
partment. He joins 
the bank after serv- 
ing as a vice-presi- 
dent of the LaSalle 


First Commercial 





National Bank, 
Chicago. First 
Commercial also J. E. HAUSS 
vrtencbate Robert 
W. Krause to the post of assistant 
cashier. 
. 
Four new assistant vice-presidents 


have been named at The Philadelphia 
Savings Fund Society. They are John 
A. Deitz, Jr., Stanley T. Haller, Jr., 
George T. Michell, and David H. 
Simon. 

. 


The Indianapolis Clearing House 
banks recently departed from usual 
banking practices by sponsoring a fleat 
in the “500 Festival” parade held on 
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THE DIFFERENCE IN DISPOSAL IS COMPLETE BURMMG 


I] 
ISK ; IS A BANKER’S WORD.. 


How Great is YOURS in disposing of 


CANCELED CHECKS 
DEPOSIT TICKETS 
CORRESPONDENCE 


FILES 
ON-THE-PREMISES 
SECURITY GOVERNMENT 


TRANSCRIPTS 
LEDGER JOURNALS 
OLD MONEY 
TREASURY BONDS 


STOCK and 
BOND LEDGERS 


AUDITING RECORDS 
COLLECTION REPORTS 



















NO AUXILIARY 
FUEL REQUIRED 









EASY 
LOADING 





COMPLETE 
DESTRUCTION 


The only way to destroy valuable confidential paper material 
UNSAFE is to burn it! 

And the Silent Glow Confidential Paper Destroyer is the only 
sure way of burning with practical, positive protection—its unique 
process of triple chamber, hydroxylative combustion reduces 
toughest cardboard and paper material to a snow white ash! 
ant This unit is now installed throughout the world .. . in banks, 

UNSURE : atomic energy plants, military stations, foreign embassies, and 
security-wise companies. 





ee To keep confidential information from becoming common knowl- 
hin edge, COMPLETE BURNING is best . . . by far. 


Write for complete information. 
Te SILEN rT) j}\GLOW 
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Compare! 
In electronic bookkeeping .. . 


BURROUGHS 
COMPLETE 
COMMUNICATION 


Yes, only the Burroughs Electronic Bank Bookkeeping Machine tells 
the many reasons for the planned machine “stops” that it makes to 
prevent mistakes. Through labeled signal lights, the operator is warned 
of an alerted account, an attempt to post to the wrong account, 
a filled statement, an overdraft or an uncollected funds condition. 
It even prevents an attempt to post to customer’s statement where 
operator has failed to clear machine. 











And there are more communication bonuses! Example: While posting, 
operator can clearly see account name, previous and present posting 
line. Example: Printed “telltale” symbols call operator and supervis- 
ory attention to postings to signaled accounts. They also single out 
operator or supervisory manual interventions for audit control. 


Think of it! Here’s the one electronic bookkeeping machine that names the cause 
of a “‘signal’’ and prevents the waste of costly time spent in reviewing the status of 
posting on the statement. For details on this and the many other exclusive advan- 
tages Burroughs Electronic Bookkeeping Machine offers you, call our branch 
today. Or write Burroughs Corporation, Burroughs Division, Detroit 32, Mich. 


Burroughs—TM. 


Burroughs Corporation 


“NEW DIMENSIONS / in complete bank automation” 



















Parade queens represent Indianapolis banks 


the eve of the famous Indianapolis 500 
mile race. Beauty contests were held 
in the various Indianapolis banks and 
the young ladies pictured in the accom- 
panying photograph emerged as the 
winners and took their places on the 
huge garden float. Standing left to 
right, are Lila Crick, The Indiana Na- 
tional Bank; Suzanne Horning, Mer- 
chants National Bank & Trust Com- 
pany; Joaun Owen, Peoples Bank & 
Trust Company; Becky Ann Collins, 
American Fletcher National Bank. 
Seated, left to right, are Peggy Brown, 
Fidelity Bank & Trust Company; and 
Marthene Browning, Live Stock Ex- 
change Bank. 
* 


A new organization has been formed 
to serve the financial building design 
and construction fields. The firm, Fi- 
nancial Building Consultants, has head- 
quarters in Coral Gables, Florida, and 
is headed by S. L. Shepherd, and W. G. 
Routh. The firm will concentrate on 
operational research, design, planning 
and supervision of construction and re- 
modeling of financial institutitons. Mr. 
Routh, who formerly served with the 
First National Bank of Miami, has 


Head new building firm 


S. L. SHEPHERD W. G. ROUTH 








spent the past nine years in the an- 
alysis of banking operations in this 
country and many Latin-American 
areas. Mr. Shepherd is an architect 
who has long worked in the field of 
bank design. 


° 


In promotions at the Central Na- 
tional Bank, Cleve- 
land, W. E. Flack 
has been appointed 
vice - president in 
the mortgage loan 
division, and J. M. 
White has been 
named assistant 
vice-president. Mr. 
Flack joined Cen- 

. tral National in 
W. E. FLACK 1935 and has had 
wide experience in 
the operating, mortgage loan and com- 
mercial divisions. 


od 


While the Vermont-Peoples Na- 
tional Bank and the Vermont Savings 
Bank, both of Brattleboro, complete 
plans to consolidate the banks under 
the name of the Vermont National and 
Savings Bank, they have announced 
the proposed officers of the merged in- 
stitution. They include Paul H. Ballou 
as chairman; William I. Tucker, pres- 
ident: Fred C. Adams, vice-chairman; 
William H. Richardson, first vice- 
president; and John H. Hepburn, Al- 
bert F. Marshall and H. T. Osborn, 
vice-presidents. 

Sd 


Recognition as an “outstanding citi- 
zen” for his rehabilitation and evalua- 
tion work has been given Marvin M. 
Wilkinson, vice-president, The Ohio 





Citizens Trust Company, Toledo, by 
the Goodwill Industries, Inc., of that 
city. 

© 


Irwin A. Webb has been elected vice- 
president of the 
First National 
Bank, of Atlanta, 
Georgia, and has 
been named man- 
ager of the bank’s 
West End office. 
He joined First 
National in 1940 
and served first in 
the operations de- 
partment before be- 
coming assistant 
manager at the West End Branch of- 
fice. 





I, A. WEBB 


e 


The Mercantile-Safe Deposit and 
Trust Company, Baltimore, Maryland, 
has elected Frederick E. Wurzbacher, 
Jr., assistant vice-president ; and Lloyd 
C. Batzler trust service officer. 

« 


Millard G. Redden becomes execu- 
tive vice-president and cashier, and 
Mrs. Naomi Pruyn becomes executive 
secretary in changes at the Fidelity 
National Bank, Baton Rouge, Louisi- 
ana. 

4 


Promotions at the DeKalb National 
Bank of Brookhaven, Atlanta, Georgia, 
include Wesley D. Jones as vice-presi- 
dent and William H. Little, Jr., as 
cashier. 

e 


The National Bank of Detroit has 
elected Charles T. Fisher, III, assistant 
vice-president. 

o 


James Nicol becomes president, and 
William T. Kemper moves up to chair- 
man in top advancements at the First 
National Bank, Independence, Mis- 
souri. 

+. 


Charles E. Baldwin, Jr., has been 
promoted to vice- 
president and treas- 
urer of the New 
York Life Insur- 
ance Company, 
New York City. 
Before joining New 
York Life in 1951, 
he was _ assistant 
treasurer and man- 
ager of the mort- 
gage loan depart- 
ment of the State 
Mutual Life Assurance Company of 
Worcester, Massachusetts. 


° 


Cc. E. BALDWIN, 


Morton Bodfish, chairman and presi- 
dent of the First Federal Savings and 
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Because of the many demands on your time, here’s a quick 
review of the finest bank equipment available. No matter 
what your needs, Diebold meets them with superb styling, 
security and an unmatched background of engineering 
excellence. 


Diebold-Basic Vault Doors are now available in many 
styling variations and a size range extending from 314%” 
to 30” doors. The superb styling of Diebold-Basic Vault 
Doors is matched by precision engineering that has been 
recognized for nearly a century. 


Diebold Drive-In and Walk-Up Banking Windows are de- 
signed with the future in mind. They provide unique 
convenience, comfort and banking efficiency for both cus- 
tomers and bank personnel, and there’s a model to meet 


your specific needs. 


Diebold Unitized Safe Deposit Systems are designed on 
the modular principle to help you expand your facilities 
in the most convenient, efficient manner possible no matter 
what your vault capacity. 


Diebold-McClintock Alarm Equipment protects vaults and 
depositories against burglary . . . protects lobbies against 
daylight hold-up. Diebold Security planning helps you 
select the best burglar alarm, police alarm or ultra-sonic 
alarm system available plus the world’s finest money- 
handling equipment. 


Diebold After-Hour Depositories enable you to offer your 
customers the convenience of 24-hour banking. These 
depositories embody the most advanced security and pro- 
tection features known and are available in a wide range 
of styling options. 


Diebold Rekordesk is the world’s only certificated elec- 
trically-operated safe. It provides on the spot fire protection 
for savings, mortgage and other vital records . . . access 
is quick and convenient during banking hours. 


DIEBOLD BANK EQUIPMENT 


DIEBOLD, INCORPORATED / CANTON, OHIO 
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manufacturers of the world’s finest 
bank equipment and office equipment 


Distributed in Canada by Ahern Safe Company 


OIB-21S-1 


Diebold, Incorporated 
Canton 2, Ohio 


Please send me complete information on the 
following. 


Diebold-Basic Vault Doors 
Drive-In and Walk-Up Windows 
Unitized Safe Deposit Systems 
Alarm Systems 

24-Hour Depositories 

Rekordesk Safe 








Name 
Bank 
Address 
City. 


















Zone State. 
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Order of Merit from Peru 


Loan Association of Chicago, recently 
was granted the Order of Merit by the 
government of Peru for his help in 
drafting a savings and. loan law adopt- 
ed by that South American govern- 
ment. In the accompanying photo- 
graph, Mr. Bodfish, center, receives 
congratulations on receiving the honor 
from Senator Everett M. Dirksen (Rep. 
Ill.), left, and Albert J. Robertson, 
chairman of the Federal Home Loan 
Bank Board. 


Stockholders have approved the 
merger of the Security National Bank 
Savings and Trust Company and the 
Mutual Bank and Trust Company, 








For over 77 years, Japan's largest 
financial institution has fostered 
international trade and commerce. 
If you need a helping 

hond in Japan, contact... Gd 


rm FUJI BANK. 


Head Office: Chiyoda-Ku, Tokyo 
Overseas Offices in London, Calcutta 

Branches Throughout Japan 
New York Agency: 42 Broadway,NYC 
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both of St. Louis, Missouri. William 
A. Borders is slated to become presi- 
dent of the merged institution to be 
known as the Security-Mutual Bank 
and Trust Company. 

. 


First of Michigan Corporation, De- 
troit, has appointed Oscar L. Buhr as 
vice-president. He joins First of Mich- 
igan after retiring as vice-president 
of the Detroit Bank and Trust Com- 
pany. 

+ 

The Guaranty Bank & Trust Com- 
pany, Florence, South Carolina, has 
named Archie J. Smith, Jr., vice-presi- 
dent. He joins the bank after serving 
with the Louisville (Kentucky) Trust 
Company. 

. 


The National Bank of Tulsa, Okla- 
homa, has named Frank A. Barnett 
vice-president. 

o 


John C. Shea, vice-president of the 
Whitney National 
Bank, New  Or- 
leans, has been 
elected a vice-pres- 
ident of the Con- 
trollers Institute of 
America. Mr. Shea 
has been active in 
the institute since 
1952, and served as 
the president of its 
New Orleans Con- 
trol in 1955-56. He was elected at a 
directors’ meeting in Seattle last 
month. 





J. C. SHEA 


5 


Ben C. Peticolas has been promoted 
to executive vice-president at the 
Meadow Brook National Bank of Nas- 
sau County, West Hempstead, New 
York. 

* 

The proposed merger of the Lincoln 
Heights Savings and Loan Company 
with the Third Federal Savings and 
Loan Association, both of Cleveland, 
Ohio, awaits only supervisory approval. 
Ben S. Stefanski will become president 
of the merged institution. 

. 

Truxton B. Pratt has been made an 
assistant vice-president at Bankers 
Trust Company, New York City. 


° 
The Florida National Bank of Jack- 
sonville has appointed Nemrod P. 


Armond as operations manager of the 
newly-created foreign department. 
. 

An inscribed silver bowl marked the 
50th anniversary year in banking for 
William A. Mitchell, president of the 
Central Trust Company, Cincinnati, 
Ohio. A former vice-president and di- 
rector of the J. P. Morgan & Company, 





Fifty years in banking 


New York City, Mr. Mitchell became 
president of the Cincinnati bank in 
1949. He is a past president of the Re- 
serve City Bankers Association and is 
active in the affairs of the American 
Bankers Association. Pictured with 
Mr. Mitchell, left, are Charles Dupuis, 
chairman of the bank’s board, center, 
and Lucien Wulsin, a director. 
. 


The Manufacturers Bank, Edge- 
water, New Jersey, has elected Ronald 
C. Kaiser executive vice-president. 
Louis J. Perpic has been elected senior 
vice-president. 

a 

Named assistant vice-president in 
charge of business development at the 
Houston (Texas) Bank and Trust 
Company is Harold P. Kittleband. 


So 


Leonard B. Campbell was elected 
executive vice-president and L. Robert 
Campbell was named treasurer in 
changes at the Ware (Massachusetts) 
Savings Bank. 

* 

D. Duane Stoft and 
Plumb have been named assistant vice- 
presidents at the First National Bank 
of Arizona, Phoenix. 

’ 


The Citizens National Bank, Evans- 
ville, Indiana, has 
appointed M. C. 
Oberhelman execu- 
tive vice-president 
and director. He 
comes to the bank 
after serving as 
vice-president of 
the First National 
Bank of Topeka, 
Kansas. Mr. Ober- 
helman joined the OREIELMAN 
Citizens State Bank 
of Randolph, Kansas, in 1936, and 
later moved to the Central National 
Bank and Trust Company, Topeka. 

~ 


Lawrence J. Yeaton and Wallace W. 
Anderson are now assistant vice-pres!- 
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dents at the Old Colony Co-Operative 
Bank, Providence, Rhode Island. 


a 


Robert D. Crowley, Paul R. Sidle, Vl 0) N a al G| \\ EER \\ G 


and Robert B. Hance, Jr., have been 
named assistant vice-presidents at the 
Central-Penn National Bank of Phil- 
adelphia. 





° 


An executive vice-president and 
three senior vice- 
presidents have 
been named in ad- 
vancements at the 
Depositors Trust 
Company, Augusta, 
Maine. David G. 
Campbell, senior | 
lending officer and | 
supervisor of the 
bank’s 19 offices, | 
D. G. CAMPBELL becomes the new 
executive vice- 
;, president. Sharing the title of senior 
,. vice-president are Robert R. Chaney, 
Bernard Gibbs, and J. Miles Owens. 


a” 








Two new vice-presidents have been 


d named at The Simmons National Bank, 
t. Pine Bluff, Arkansas. They are Howell | 
vr N. Davis, and Jerry Fuess. 

. 


New assistant vice-president at the 


in Trust Company of Georgia, Atlanta, is 
ie Ashton J. Albert. 
st e 


At the Bradford (Pennsylvania) Na- Appl Tee ba N kI Ng sclence 


tional Bank, Newell 





ti Gua eek a speeds transit service 
in @ president. He will 
s) be in charge of the 


bank’s recently 


tormed instalment Union Bank’s Research & Engineering 





loan department. ; i 
1 gee etic pee Department has provided many unique 
aa comes to Bradford banking techniques to correspondents 


National from the 
Continental Com- N. M. HAMILTON 
mercial Corpora- Through a study of men, methods 


ns- tion, Pittsburgh, where he directed and machines, Union Bank has devised 
operations in personal and automobile ‘ Setent 
Seantion a transit system that outraces clock and calendar 
° o° . . - 
° to reduce substantially the time required 


throughout the world. 


Newly promoted assistant vice-presi- to clear your transit items. 
dents at The Stamford (Connecticut) 
Savings Bank are Kenneth L. Austin, 
David L. Stewart, Jr., and Richard C. 
Anderson. 

* 





New president of the Bank of Wades- 
boro, North Carolina, is W. Bryan 


N opie Call, wire or write today. 








a 
and 7” 
mal lhe Bank of Commerce, Fort Worth, 
Texas, has made W. R. Rainey cashier. 
. 
W The § i} Pelee Sects ont LOS ANGELES + EIGHTH & HILL STREETS + MAdison 6-8441 
or € seconc ederal savings Teletype LA 501 + Bank Wire SLUN 
'esi- Loan Association, Cleveland, has | Member Federal Deposit Insurance Corporation and Federal Reserve System 
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G. H. WALL 


R. A. POKORNY 


Take vice-president posts 


elected Richard A. Pokorny and 
George H. Wall vice-presidents. Mr. 
Pokorny serves in the operations de- 
partment and Mr. Wall has been man- 
ager of the property improvement loan 
department. In another promotion, 
Carlton W. Baxter was named assist- 
ant vice-president. 

a 


Frederick C. Coltrin has been elected 
vice-president and general sales man- 
ager of the Hugh W. Long & Com- 
pany, Elizabeth, New Jersey, sponsors 
of Fundamental Investors, Inc. 

° 


Kenneth R. Wells, vice-president of 
the American National Bank & Trust 
Company, Chicago, died early in June. 

Sd 


New trust officer at The Union & 
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Bank Signs in Bronze or Aluminum 


by U.S. BRONZE 


Impressive dignity and good taste are working 
ambassadors for you when your bank’s name 
appears in these beautifully designed and exe- 
cuted signs. Names of your personnel on tasteful 
metal signs also assure an impression of dignity 
and stability. 


Desk Nameplates 
Both Economical 
and Beautiful 





INDIVIDUAL LETTERS—Metal or 
plastic—in all sizes 


Perfect for permanent signs, inside 
or out. As suppliers to banks large 
and small from coast to coast, we 
offer the widest selection with the 
most in service, at economical 
prices. Send today for catalog of 
all signs, plates, display cases, etc. 





“Bronze Tablet Headquarters” 


UNITED STATES BRONZE sicn co., inc. 


101 W. 31st St., Dept. BC, 
New York 1, N.Y. 
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New Haven (Connecticut) Trust Com- 
pany is Cecil S. Lockrow. H. Elton 
Williams has been promoted to audi- 
tor. 


° 
At the Standard Federal Savings 
and Loan Association, Los Angeles, 


J. Wray Murray has been elected vice- 
president. 
S 


Ernest Shellestad has been elected 
president of the Bank of Milton, Wis- 
consin, and Elmer Rumpf has been 
made vice-president. 

4 

Donald E. Paul has been named to 
represent The Hanover Bank, New 
York City, in the states of lowa, Kan- 
sas, Missouri and Nebraska. 

. 

At The Bank of Palmetto, Florida, 
R. L. Smith, Jr., has been made vice- 
president, and Kenneth Odom was 
named assistant vice-president. 

oe 

The office of auditor has been filled 
by Thomas W. Archibald at the Union 
Commerce, Bank, Cleveland, Ohio. 

° 


In changes at the Merchants State 
Bank of Houston, 


Texas, Percy 
Smidth has been 
made _ president 


succeeding Thomas 
F. Millane who has 
retired from the 
post but will re- 
main as chairman 
of the board. Rex 
Clawson was 
named _ vice-chair- 
man. Mr. Smidth is 
also president of Smidth-Draper Real- 
tors. 





am | 
P. SMIDTH 


. 


The title of assistant vice-president 
has been given to Fred G. Bushmiaer 
at the Pan American Bank, Miami, 
Florida. 

« 

T. Crawley Davis, Jr., resident coun- 
sel at the Bank of Delaware, Wilming- 
ton, has been elected secretary of the 
bank. 


4 


New trust officer of the Republic 
National Bank, Dallas, Texas, is Lloyd 
Silberberger. 


od 


At the Merchants & Savings Bank, 
Janesville, Wisconsin, J. H. Redman 
has been made vice-president. 

- 


Mrs. Ivy Baker Priest, Treasurer of 
the United States, is pictured here with 
Clifford C. Sommer, president of the 
Security Bank & Trust Company, 





U.S. Treasurer at open house 


Owatonna, Minnesota, before taking 
part in re-opening ceremonies at the 
famed Minnesota bank. Fifty years 
after the building was designed by 
Louis Sullivan, the bank’s management 


acted to remodel and refurbish the 

structure that has claimed national 

attention for its outstanding design. 
«© 

Trust officer is the new title for 


Gordon R. Carpenter at the First Na- 
tional Bank, Dallas, Texas. 
o 


C. Bion Sears is now president of the 
First National Bank, Whiteville, North 
Carolina. 

& 

The College Park National Bank, 
Orlando, Florida, has elected George 
F. Brass board chairman. 

a7 


In promotions at The South East 
National Bank, Chicago, Charles R. 
Gill and Joseph Wahala have been 
named vice-presidents, and Mrs. Grayce 
Rains has been made assistant cashier. 


Mr. Gill joined the bank in 1953 after 





J. WAHALA C. R. GILL 


Promoted at Chicago bank 


serving with the Reconstruction [- 
nance Company. Mr. Wahala has been 
a staff member since 1941. 
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“se-Central National helps us perform maximum service.” 


— Henry R. Roose, Vice President 
United States National Bank of Omaha, Nebraska 


“The combination of credit life insurance with install. @ 
ment lending enables banks and insurance companies to a THE 
perform a maximum degree of service to the public. Ihave § 
seen in case after case how Central National’s prompt and CENTRAL NATIONAL 
considerate payment of claims has saved a borrower’s 
survivors from what, in past times, would have been an 
imposition of hardship, in addition to grief. 


INSURANCE COMPANIES 


Fi services as a protective measure for the public and as an Central National Bldg. 
ia invaluable adjunct of our public relations program.” OMAHA, NEBRASKA 


‘Tl heartily endorse Central National’s insurance 
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The Lawyers Title trademark assures a high standard of quality 
in title service and title insurance protection. 
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In the United States, Canada, Hawaii and Puerto Rico investors in 

real estate and real estate securities recognize it as the symbol 

of a company internationally known for its superior 

service and protection and for its equitable treatment 

° of policyholders. They look for it because they know — 
There is no better title insurance than a policy issued by 


lawyers Title 
[nsurance (orporation 


Home Office ~ Richmond . Virginia 
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Titles insured throughout 43 States, the District of Columbia, Puerto Rico, Hawaii 
and the Provinces of Ontario and Quebec, Canada : 

National Title Division Offices: Chicago, Dallas, Detroit and New York 

Branch Offices in: Akron, O., Albany, Ga., Atlanta, Ga., Augusta, Ga., Birmingham, 
Ala., Camden, N. J., Chicago, Ill., Cincinnati, O., Cleveland, O., Columbus, Ga., : 
Columbus, O., Dallas, Tex., Dayton, O., Decatur, Ga., Detroit, Mich., Flint, | 

Mich., Freehold, N. J., Grand Rapids, Mich., Macon, Ga., Mansfield, O., Marietta, i 
Ga., Miami, Fla., Mount Clemens, Mich., Newark, N. J., New Orleans, La. i 
Newport News, Va., New York, N. Y., Norfolk, Va., Pittsburgh, Pa., Pontiac, Mich., ; 
Richmond, Va., Roanoke, Va., Savannah, Ga., Toms River, N. J., Washington, D. C., 
White Plains, N. Y., Wimington, Del., Winston-Salem, N. C., Winter Haven, Fla. ; 
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*Reproduction of sterling and hallmark courtesy Samuel Kirk & Son, Baltimore, Maryland. 
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CANADIAN BANKING 








Skyseraper Branch 

Royal Bank of Canada will occupy 
the ground floor in Canada’s tallest 
building, the 42-story building to be 
erected in the Place Ville Marie proj- 


- Ped i Se ee 





Future banking home 


ect in downtown Montreal. The Royal 
3ank has agreed to lease for 99 years 
some 300,000 square feet in the build- 
ing. It is one of several to be built in 
the project. 

The bank has also agreed to buy the 
land on which the building is to be 
erected from the Canadian National 
Railways, subject to provisions of a 
99-year lease already held by Webb & 
Knapp (Canada) Ltd. When this lease 
expires the bank takes over the build- 
ing, which will have 1,500,000 square 
feet of rentable space. 

Agreement for the Royal Bank deal 
was announced on May 28 by James 
Muir, chairman and president of the 
bank; Donald Gordon, chairman and 
president of the Canadian National 
Railways, and William Zeckendorf, 
chairman and president of Webb & 
Knapp (Canada) Ltd. Construction on 
the 42-story building is expected to 
start late this summer. 


e * e 


Insurance Mutualization 
Changes made last December in the 
Canadian and British Insurance Com- 
panies Act have made it possible for 
most Canadian insurance companies to 
convert from stockholder companies 
to mutual companies, with the policy- 
nolders as owners. 
_ Companies undertaking the change 
indicate that assets held on behalf of 
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By JAMES MONTAGNES 


policyholders have increased to such 
an extent that they now have a pre- 
dominant interest in the companies. 

Accordingly, the various life insur- 
ance companies have or plan to call 
general meetings to change their by- 
laws to allow the companies to mutual- 
ize by buying up their own shares. The 
shares of Canadian life insurance com- 
panies have in recent months jumped 
considerably in value on the Canadian 
stock exchanges. 

The companies plan to buy back 
their own shares at “fair and reason- 
able” prices both to the policyholder 
and shareholder. The prices offered to 
date have genera!ly been higher than 
the spring market price. The shares 
will in most cases be bought back at 
a pro rata basis over a five year period, 
with shares continuing to pay divi- 
dends over the intervening years. 


° o e 


Woman's World 


In recent years a number of top 
branch banking posts in Canada have 
gone to women, who represent some 
60 per cent of the near 55,000 staff 
members of Canada’s nine chartered 
banks and the Bank of Canada. There 
are several assistant branch man- 
agers, several accountants, personnel 
officials and one economist among the 
35,000 women in Canada’s banks. 

Most of the distaff members are in 
clerical service in the 4,500 branches 
throughout Canada, the West Indies 
and South America. Women tellers 
are so common that one bank (Toron- 
to-Dominion) used a photograph of a 


girl teller and the words “we think we 
have the nicest girls in banking” as 


part of a recent advertising cam- 
paign. 

Two females are listed in annual 
reports as officers of their banks. 


Miss M. K. Rowland is personnel of- 
ficer of the Bank of Canada, and Dr. 
Lucy I. Morgan is supervisor of the 
economics department of the Bank of 





“One of the nicest’ 


Nova Scotia. The Bank of Montreal 
has two women assistant managers, 
Miss Mary Pollock at Montreal, and 
Miss Irene Reynolds at Saskatoon. 
Miss Jeanne Arbuckle is an accountant 
at a Vancouver branch, the Toronto- 
Dominion Bank. The Canadian Bank 
of Commerce employs Miss Marguer- 
ite Cannon as an assistant accountant 


Example of feminine progress being made in Canadian banking 


Miss Mary Pollock, assistant manager, Bank of Montreal, and H. L. Kerr, manager 
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-+- for Beauty 
++ for Years... SPECIFY 


HYGIENIC 


Toot Consfewe 


MATS and RUNNERS 





If you're tired of replacing foot 
mats that lose their resilience and ap- 
pearance in a disappointingly short 
time ... if you want a mat or 
runner that will give relaxing sup- 
port and still look beautiful years 
after it was installed . . . use Hy- 
gienic Foot Comfort Mats, the qual- 
ity floor mats that reduce fatigue 
and increase efficiency for all who 
must work standing. 


Hygienic Foot Comfort Mats and 
Runners are easy to maintain too! 
Just clean as you would a regular 
rubber tile floor. They will not 
absorb dirt or cleaning water. 
Available in 8 modern 
marbleized colors 
with all edges 
beveled for 
safety and 
appearance. 


% 
















», Here's the Secret...A 

4, beautiful rubber tile flooring 
bonded to a sponge rub- # 
ber base provides proper @ 
support without be- 
ing “mushy.” 


See your OFFICE SUPPLY DEALER or write: 
Floofing Div. Dept. O for details 


THE HYGIENIC DENTAL MFG. CO. 
AKRON 10, OHIO, U.S.A. 
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at its Owen Sound, Ontario, branch, 
Mrs. Terry Duddridge as assistant to 
the advertising manager at its head- 
office, and Miss Mildred Peet as chief 
librarian at the head-office. 

Distaff members are also employed 
as editors of staff publications, as 
dietitians in staff and executive lunch- 
rooms, as machine operators in the 
collection departments, behind the 
public counters in foreign exchange 
departments, in the loan departments 
and zor numerous clerical jobs. 

They also work in rural areas and 
in remote mining camp branches, but 
the northernmost branches of the 
banks are staffed entirely by men. 
Seme of the banks even use girls as 
messengers, and the Bank of Nova 
Scotia has girls in plaid skirts and 
blue jackets on the elevators at its 
general manager’s office at Toronto. 
In its last annual report the Bank of 
Nova Scotia reported that women ac- 
counted for 57 per cent of its staff. 

. o + 


Expansion Southward 

The Bank of Montreal is the second 
Canadian bank in recent months to 
expand its operations in the Caribbean 
area. It has formed a new banking 
organization there in conjunction with 


| the Bank of London & South America 


Limited. The new bank will be known 
as the Bank of London and Montreal. 
It will absorb some of the existing 
branches of the Bank of London & 
South America, and will be owned and 
controlled jointly by the Canadian 
and the British bank. 

Earlier this year the Bank of Nova 
Scotia Trust Company (Bahamas) 
Limited at Nassau, was formed. Three 
British financial houses are partici- 
pating with the Bank of Nova Scotia 
in this new trust company. 

The Royal Bank of Canada has also 
expanded by authorizing an increase 
in the capital of the Trust Corporation 
of Bahamas Limited to £1,500,000 
($4,200,000). Of this capital £700,000 
($1,960,000) has been issued and fully 
paid. Capital and surplus are now in 
excess of £900,000 ($2,520,000). The 
Royal Bank of Canada, the Montreal 
Trust Company, Montreal, and the 
British private banking house of Mor- 
gan Grenfell & Co. Limited, London, 
are in the venture. 

This interest of Canadian banks in 
the Caribbean area is due in part to 
the recent formation of the British 
West Indies Federation, and to the 
growth of the area’s tourist trade. 


Sd 4 ° 


Bank Advertising 


Artistic posters are being used by 
the Bank of Nova Scotia to promote 
banking by mail and special savings 
accounts. The posters are made of 
many colored strips of paper in a 
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ENJOY A PAID-UP VACATION 
t your BNS Holiday Account Mi 








Three-dimensional posters 


three-dimensional effect, portraying 
various purposes for which special 
savings accounts can be used, such as 
vacations, new babies, house _pur- 
chases, etc. 

* + . 


Mortgage Report 

Canadian mortgage lending com- 
panies last year had a 28 per cent drop 
in gross mortgage loan approvals from 
1956, according to the annual report 
of the Dominion Mortgage and Invest- 
ments Associations. Mortgage loans 
last year amounted to about $500 mil- 
lion, of which 82 per cent were for 
housing purposes. The report showed 
that member companies had real es- 
tate mortgages totaling $3,009 million 
at year end. 

The drop in mortgage loans in 1957 
was largely a reflection of the very 
high level of demand for other types 
of credit, the report added. For 1958 
the report called for “additional cau- 
tion in advancing mortgage funds” in 
view of the probability of lessened 
immigration and “of the tardiness of 
the expected recovery of the economy 
to a more buoyant condition.” 

O. B. Thornton, president of the 
Montreal Trust Company, Montreal, 
was elected president of the D.M.I.A., 
succeeding H. L. Guy, president of the 
Mutual Life Assurance Company, Wa- 
terloo, Ontario. A. H. Lemmon, vice- 
president and treasurer of the Canada 
Life Assurance Company, Toronto, 
was elected first vice-president, and 
Wilfrid P. Gregory, managing director 
of the British Mortgage and Trust 
Corporation of Ontario, Stratford, 
was elected second vice-président. 
Jules E. Fortin, Toronto, was re-ap- 
pointed secretary-treasurer. 

Stewart Bates, head of the Canadian 
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government’s Central Mortgage and 
Housing Corporation, called on the 
association’s members to boost their 
share of mortgage loans to meet grow- 
ing demands with the possible con- 
struction of 3,500,000 new homes in 
the next 23 years. He estimated that 
| Canada’s mortgage debt had more 

than doubled in the last four years to 
a record of $8.9 billion. 

But, he said, this was no cause for 
alarm, with a “tremendous expansion” 
taking place in the volume of mort- 
gage repayments. ‘“‘Because’_ the 
amount of money available from re- 
payments gets bigger, the lenders 

don’t need to find as much new money 
as before to maintain a given volume 
of lending,” he stated. 

It was obvious, he said, that Can- 
ada’s mortgage debt could not go on 
doubling every four years. The rate 
of growth had been spectacular. It had 
to decline. But he did not believe Can- 
ada’s mortgage debt was getting out 
of hand. While in the past eight months 
the Canadian government had put up 
$256 million for mortgages, Mr. Bates 
emphasized that “it is clear the bulk 
of the money for housebuilding should 
normally come from private lenders.” 
He pointed out that mortgage holdings 
of the chartered banks represented 
less than 6% of their total assets. 
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New Branches 


The Canadian Bank of Commerce 
has a modern new branch at Yonge 
and Richmond Streets, Toronto. The 
branch has four different colors in its 
wall treatment. 

The walls are finished in a plasti- 
cized permanent material that resem- 
bles cloth and is washable. Long semi- 
curved counters allow for a varying 
number of teller stations. Teller carts 
are wheeled up to form a station when 





Portable carts aid service 





































































July, 1958 


Yonge and Richmond Street branch, Canadian Bank of Commerce, Toronto 
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Varied color treatment, open stations, highlight new branch 


required. Recessed lighting and col- 
orful floor-to-ceiling drapes are other 
features of the branch. 

The Bank of Nova Scotia has opened 
its million dollar branch at Jasper 
Avenue and 100 A Street, Edmonton. 
Built on the site of its former branch, 
the 8,500 square foot building has a 
one-story main wing and a three-story 
annex. 

The main banking room is 34 feet 
high, with all walls panelled to a 
height of 11 feet in matched walnut. 
Counter tops are of Italian marble 
and under-counter fittings are of mod- 
ular construction so that they can be 


interchanged to suit tellers’ require- 
ments. 

The north wall of the main banking 
room has an abstract mural 72 feet 
long and 24 feet high. 
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Texas Appointment 

The first Canadian bank represent- 
ative in the State of Texas is John P. 
Moreton, former manager of the busi- 
ness development department for Al- 
berta of the Canadian Bank of Com- 
merce. He has been with the bank for 
20 years and has been closely connected 
with oil developments in Alberta. 











reading. 





NEW YORK: 64 Wall St. 


@ 
Do your 


have questions about 


TAXATION... 
CANADA? 


"Your Guide To Business in Canada,”’ published 
by Canada’s First Bank, includes a survey in 
laymen’s language of the major Canadian taxes 
affecting your clients’ business or personal in- 
terests in Canada. These include Federal and 
Provincial taxes, and special subsidiaries, invest- 
ment companies and oil, natural gas and minerals. 
Your Canadian-minded clients will find it “must” 


To obtain your copy, write on your letterhead to 
our nearest U.S. office, or to the Business Devel- 
opment Department, Head Office. 


Bank or MonTREAL 
Canada's First Sank Coast-to- Coast 


BRANCHES IN ALL TEN PROVINCES 
District Headquarters: 
Halifax, Toronto, Winnipeg, Calgary, Vancouver 


SAN FRANCISCO: 333 California St. 


CHICAGO: Special Representative’s Office, 141 West Jackson Blvd. 
Wead Office: Montreal 


725 BRANCHES IN CANADA, U.S., GREAT BRITAIN AND EUROPE ° 


RESOURCES EXCEED $2,800,000,000 
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be sure to look into this daring departure in drive-up window design 


TRAFFIC-STOPPING 
BEAUTY ON THE 
OUTSIDE... 

in the clean 
simplicity of its 
modern lines. 


TRAFFIC-MOVING 
EFFICIENCY ON 
THE INSIDE... 

in the ultra- 
convenient teller 
facilities. 
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WHEN YOU DECIDE TO | INTO DRIVE-UP BANKING... 











The Herring-Hall-Marvin Five Star Constellation model 
offers the ultimate in drive-up customer service. 

A practical departure from the conventional in function 
as well as design, it has already won the acclaim of 
bankers and architects from coast to coast. 

The weather-shielded depository drawer, with ultra- 
convenient, automatic front opening, has a hinged lid 
of bullet-resistive glass. Contents are visible, yet com- 
pletely shielded from rain, wind and snow. 

Other important features include extra-long 18-inch 
drawer extension, push-button operation, sensitive inter- 
com system, 180° visibility for the teller. 

For complete description of all the exciting 
features and construction details of this thor- 


oughly new drive-up equipment, ask for brochure 
on the Five Star Constellation Drive-Up Window. 


HERRING*HALL* MARVIN SAFE CO. 


HAMILTON, OHIO 
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THE BOOKLET COUNTER 








Loans at Work .. . In its 40 pages, 
this well illustrated booklet contains 
an excellent pictorial study of the 
magnitude of the work being done by 
the World Bank. In addition to pro- 
viding an analysis of what the World 





’ INTERNATIONAL BANK FOR 
ped RECONSTRUCTION AND DEVELOPMENT 





World Bank in action 


Bank is and does, the study shows the 
fruitful employment of funds loaned 
to various countries around the world. 
Scenes of various projects in Africa, 
South America, Asia and Europe are 
included, along with capsule digests 
of the purpose and progress of each 
project. 


Steps for Growth . . . Team spirit 
can be a vital factor in the growth of 
any company or financial organization. 
In this 12-page speech reprint, a lead- 
ing corporate executive outlines steps 
taken by his company to instill con- 
fidence in all staff members. Under- 
scored in its presentation were reasons 
for adjustments and the goal ahead, 
so that all employees understood the 
over-all picture. Increased efficiency 
and improved relations have been the 
result. The booklet also provides de- 
tails on the benefits of the company’s 
executive seminar. 


Business of Management . 
Management is such an important 
factor in the success of any enterprise 
hat its selection cannot be left to 
seniority, inadvertence, or some other 
‘qually inappropriate mechanism of 
choice, according to past A.B.A. Pres- 
ident Joseph M. Dodge in this speech 
‘eprint. He cites special abilities that 
«re distinguishing characteristics of 
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leaders, and shows how these talents 
are exercised to best advantage. Em- 
phasis is placed on how leaders have 
advanced through hard, demanding, 
competitive work, making this booklet 
reprint an excellent tool for educating 
members of junior management. It 
also covers other lessons learned from 
fruitful years of study, observation 
and experience. 


Green Light to Travel . . . The 
primary money regulations of 27 coun- 
tries are listed in this handy little 
booklet. Published by an international 
travel and foreign exchange agency, 
the pamphlet specifies the many for- 
eign monies and services available to 
travelers. Banknotes, remittances, 
drafts and travelers cheques are 
among the items covered. Also in- 
cluded are official and foreign ex- 
change values of the monies used in 44 
countries. 


Sales Financing Consumer 
credit has brought new dimensions to 
the living standards of the American 
family. This well-documented, 20-page 
study provides an up-to-date picture 
on the strides made. Included are 
charts, tables and graphs, which en- 
able the reader to check progress in 
various categories. They cover such 
topics as instalment buyers by age 
and family status, disposable income 
per family, and discretionary spend- 
ing power. One of the chapters pro- 
vides an analysis of the role of inde- 
pendent sales finance companies and 
their share of the various instalment 
credit markets. 


Banking Facts and Fiction . . . 
This 16-page booklet offers the bank- 
ing fraternity sound advice on areas 
where stepped up advertising and pub- 
lic relations efforts are needed to dis- 
pel many fictions about money and 
finance. Refinement of service charges, 
reserve requirements, and current 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











money rates are among the topics dis- 
cussed in this reprint of a speech by 
a Manhattan banker. He lends his sup- 
port to the national advertising pro- 
gram and also defines responsibilities 
to banking customers. 


Human Relations Program .. . 
Unless you develop and maintain an 
attractive personality for your busi- 
ness, you will lose customers constant- 
ly, according to this arresting bro- 
chure. It outlines the benefits to 
customers and employees of a 24- 
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Life is more enjoyable and you are more popular 
when you get along better with other people. 


. 


Helpful hints 


poster, human relations program. The 
posters are friendly reminders, de- 
signed to impress upon people the 
value of treating others the way we 
wish to be treated. An accompanying 
brochure outlines how the posters can 
be used to best effect for all concerned. 
Also included is a list of financial con- 
cerns that are using the employee pro- 
gram. 


Let’s Go Eating in New York . . . 
Now in its fourth edition, this handy 
brochure offers the Manhattan visitor 
a wide choice of tips on where to dine. 
It describes favorite dishes, with em- 
phasis on the specialty-of-the-house at 
the famous mid-town cafes. The more 
adventuresome will enjoy visiting 
some of the lesser known eating places 
that are included in the pamphlet. 


Withholding Chart . . . Payroll de- 
partments will find this exclusively 
designed chart helpful. It shows the 
amounts to be set aside for federal 
income taxes and social security for 
each weekly dollar wage bracket. These 
deductions are listed alongside each 
other for weekly wages from $52-$149. 
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put 30,000 checks on one microfilm roll 


New dollar savings! New efficiency! New savings in 
storage space! All laid at your doorstep by the new 
Burroughs Micro-Twin. 


It puts the most images on the least film at the lowest 
cost in microfilming history—30,000 checks a roll. 
And, high-quality photography permits projection of 
images to maximum clarity. 

Automatic indicator reminds operator visually when 


machine is endorsing and not microfilming. New 
positive automatic feeder virtually eliminates over- 











LD AND SERVICED BY 


Burroughs 





Belle Howell 


AICROFILM EQUIPMENT 


lapping documents and faulty endorsements. Exclu- 
sive indexing meter indexes to each 1/10 of a foot 
for rapid finding. Simple as reading a page number. 


Still more? You bet! Here in this advanced new 
Burroughs-Bell & Howell quality microfilming equip- 
ment you’ll find every protective and operational 
feature you could want. Available in combined recorder- 
reader units or as separate units. Call our branch 
today for a demonstration. Burroughs Corporation, 
Burroughs Division, Detroit 32, Michigan. 





Burroughs Corporation 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Squatter’s Rights 


Michigan law, according to the 
United States Court of Appeals, Sixth 
Circuit, controls not only state banks 
but national banks as well. It provides 
that no branch of a bank shall be 
established in a city in which a state 
or national bank, or branch thereof, 
has been in operation. 

In this case, the state bank had 
established its branch on April 2nd; 
but on the preceding March 19th, the 
Comptroller of Currency had notified 
the national bank that its application 
had been approved, but the branch had 
not been built. The state bank brought 
an action for a declaratory judgment 
that it would be unlawful for the na- 
tional bank to open a branch and 
further sought a restraining order to 
prevent the Comptroller from issuing 
a certificate of authority to the na- 
tional bank. 

The Court said: “The history of fed- 
eral legislation regarding branch bank- 
ing and the statutes applying thereto 
leave a clear and definite impression 
that Congress intended, with respect 
to the location of branches, that a na- 
tional bank should have no greater 
rights than it would if it were a state 
bank.” 

There was also a deviation from the 
established principle of the Comp- 
troller of Currency in notifying the 
State Banking Commissioner of any 
application by a national bank for the 
opening of a branch in the State of 
Michigan. The national bank wanted 
to keep confidential its interest because 
it didn’t want it to precipitate the 
opening of the state bank branch. 
Actually, the state bank had opened 
its branch before the certificate of the 
Comptroller was issued. 


Nettenel Bank of . .. Vices ote 
Bank, 252 F.2d 537 (1958). 
5 * +4 


Misapplication of Funds 


The United States Court of Appeals, 
Sixth Circuit (Kentucky) with one 
judge dissenting, affirmed its District 
Court in upholding the conviction of a 
depositor guilty of aiding, abetting 
and inducing a bank cashier to mis- 
epply funds. The customer knew the 
cashier was covering checks with the 
bank’s funds and then hiding the 
checks. 

During a period of 4% years the 
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depositor and his wife issued checks 
for $149,415.14 on their personal ac- 
count at the bank on total deposits of 
only $74,710.20. This left an overdraft 
of $74,704.94, represented by 565 
checks which were hidden by the 
cashier. Their joint income tax re- 
turn for 1953, meantime, showed earn- 
ings of $8,271.28. Checks written on 
this acount and paid by the bank in 
1953 totaled $13,941.93. 

The account of the Alabama-Ken- 
tucky Building Supply Company was 
also overdrawn by $159,613.13 over a 
period of a year and seven months, 
and involved 557 checks. The com- 
pany’s 1953 income tax return showed 
gross receipts of 117,414.09. The com- 
pany issued checks that year totaling 
$211,888.20. 

The cashier said that he notified 
the depositor numerous times that he 
was overdrawn. The depositor would 
say that he had some money coming 
in from the sale of property and would 
cover the overdraft. The cashier also 
stated that the depositor knew that 
when his checks arrived at the bank 
the cashier would honor them and pay 
for them out of the bank’s funds. It 
was not shown that the cashier re- 
ceived anything of value from the 
depositor for handling his checks in 
such manner. 

The Court felt the crucial issue was 
whether the depositor knew that the 
cashier was paying his checks out of 
bank funds, and hiding his checks. 
“Tf he had such knowledge and con- 
tinued over a course of years to engage 
in a course of conduct, which so mis- 
applied the funds of the bank and 
which required the expected collabora- 
tion of the cashier to make it success- 
ful, we think the evidence was suf- 
ficient to take the case’ to the jury on 
the issue of aiding, abetting, or in- 
ducing,” the Court stated. 

It ruled that intent to injure the 
bank was a necessary element of the 
crime, and it could be shown by cir- 
cumstantial evidence. A person it 
added, is presumed to have intended 
the natural consequences of his act. 

The dissenter said that aiding and 
abetting involved more than merely 
causing an act to be done, and that 
“the jury was instructed that if the 
defendant issued checks knowing that 
they would be paid by the cashier, 
although both knew that there were 
insufficient funds in the defendant’s 


accounts to cover the checks, then the 
defendant was guilty of aiding and 
abetting the cashier in violating the 
statute.” And thus the jury could have 
found the depositor guilty of aiding 
and abetting without finding associa- 
tion, participation or collaboration in 
the criminal venture. 


Logsdon v. United States 253 F.2d 12 
(1958) 


* eo oa 
Cheek Memorandum 


The Supreme Court of Oregon re- 
versed its lower Court and reinstated 
a judgment for endorsees of checks 
which contained memoranda they were 
given in full payment of described 
automobiles. It ruled that the memo- 
randa did not as a matter of law 
condition the use of the checks in the 
hands of a holder in due course, and 
did-not render the checks non-nego- 
tiable. 

The plaintiff drew the checks when 
Main Avenue Motors, Inc., entered 
into a conditional sales contract by 
which it agreed to sell Mr. Olmstead 
a Willys station wagon. Main assigned 
the contract to United Finance with 
recourse. In consideration of the 
assignment, United Finance drew and 
delivered its check to Main Avenue, 
payable to the order of Main Avenue 
and C-A Motor Company. Main Ave- 
nue endorsed the check, delivered it to 
C-A, which endorsed and cashed the 
check. 

On its face the check bore the 
memorandum: “This check is in full 
payment of items stated hereunder, 
evidence of which consists of endorse- 
ment on back: Description; 1950 
Willys Station Wagon, Model 4-63, 
Serial No. 108504, Motor No. U- 
107171. 

This was typical of each check. In 
return for the check C-A delivered to 
Main Avenue a motor vehicle different 
from that described on the face of the 
check. 

The pertinent Oregon statue provid- 
ed that an unqualified order to pay is 
unconditional although coupled with 
“a statement of the transaction which 
gives rise to the instrument.” 

The Court said the controlling ques- 
tion was whether the memorandum 
added a condition to the otherwise un- 
conditional order to pay a certain sum 
in money and thus destroyed the nego- 
tiability of the checks. It quoted an- 
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other opinion to the effect that “In or- 
der to render a check non-negotiable 
by a notation made thereon, words 
must be employed which clearly show 
that the maker of the check intended 
the instrument to be burdened with 
the condition of the agreement .. .” 

It held that the memorandum on 
these checks merely referred to the 
transaction giving rise to the instru- 
ments, and did not as a matter of law 
condition their use in the hands of a 
holder in due course. 

Instead of pleading and attempting 
to prove that the title of Main Avenue 
to the checks was defective, the finance 
company was content to rely on its 
erroneous construction of the memo- 
randum on the checks. 

United Finance Co. v. Anderson, 319 
P. 2d 571 (1957) 


. ¢ 


Signed and Sealed 


In an action against the corporation 
as a maker of an unpaid promissory 
note, the United States District Court 
for the District of Columbia set some 
rules regarding the use of corporate 
seals. 

The issue raised was whether the 
note was or was not a sealed instru- 
ment within the meaning of the 
statute of limitations. If it was not, 
then judgment had to be in favor of 
the defendant because the statutory 
period had run on a simple instrument. 
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POSITION AVAILABLE 


Manager for bank with five million de- 
posits in Western Washington. Previous 
management experience required. Write 
Box No. 418-J, c/o Burroughs Clearing 
House, Detroit 32, Michigan. 











AIRCRAFT TITLE SEARCHES 


Fast, dependable service verifying own- 
ership and reporting all mortgages and 
liens shown by official CAA records 


AERO TITLE CO. 
910 17th Street N.W. Washington 6, D.C. 
NAtional 8-0994 
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The Court said that where a seal was 
used, the intention of the maker is 
controlling and is to be determined 
by the Court from examination of the 
instrument itself. 

The Court added: “I find that it 
does not contain the words ‘signed 
and sealed’ or words of similar import. 

“If present, such words would be 
strongly indicative of an intention to 
create a specialty. Their absence is 
equally indicative of a contrary in- 
tention where, as here, a corporate 
seal is involved. Next, I find that a 
printed form of note in general use 
was utilized, but not one which con- 
tained the word ‘Seal’ after the space 
for signature. This indicated a spe- 
cialty was not intended, just as the 
use of a form containing the word 
‘Seal’ would indicate otherwise. 

“Next, the note was made by a cor- 
poration and not an individual. The 
latter requires no seal for identifica- 
tion or as a mark of genuineness, 
which would be appropriate for a cor- 
poration. The presence of a seal, 
therefore, either written or contained 
on the form used, has a connotation of 
intention to create a sealed instrument 
in the case of an individual which is 
not found in the case of a corporation 
using its own corporate seal. In the 
latter case, if the corporation-maker 
wishes some form of identification and 
genuineness on the note, its seal is a 
convenient form for that purpose. 

“Furthermore, it is desirable, if not 
imperative, that a note be so drawn as 
to leave no doubt that the maker is 
the corporation bearing the name 
signed thereon and not someone 
trading thereunder. By reason of the 
foregoing circumstances, I am of the 
ovinion that the intention of the 
maker was not to create a specialty 
with its attendant liability for twelve 
years, but that the seal was impressed 
for identification and as a mark of 
genuineness, and also to give certain 
knowledge that the note was an obliga- 
tion of the corporation .. .” 


Sigler v. Mt. Vernon Bottling Com- 
pany, 158 F.Supp. 234 (1958). 
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Construction Loan 


The Supreme Court of Oregon re- 
versed its lower Court in this case 
where the representative of a siding 
and roofing company induced a plain- 
tiff to execute a printed note and mort- 
gage with blank spaces. The roofing 
company representative said the note 
and mortgage constituted a contract 
for the installation of siding and 
roofing on the plaintiff’s house. The 
note and mortgage were made pay- 
able directly to the defendants, who 
in good faith, without knowledge of 
fraud and in the regular course of 
business and for full value purchased 


the note and mortgage. They were 
holders in due course and had no 
affirmative duty to determine the 
authority of the roofing company rep- 
resentative to dispose of money which 
they paid him. The plaintiff was not 
entitled to cancellation even though 
he never received the money. 

The suit was to cancel the note and 
mortgage of $3,600, for which the de- 
fendants paid in good faith, without 
notice of the alleged fraud or want of 
consideration. The roofing and siding 
people promised to allow the plaintiff 
a credit of $2,500 on his $3,600 note 
with the $1,100 balance to be paid in 
five years. After the instrument was 
executed, the roofing and siding agents 
told the plaintiff that their home office 
would not agree to the terms previ- 
ously offered, and that they could allow 
a credit of only $1,400, leaving a 
balance of $2,200 for the plaintiff to 
pay. He agreed to this change of terms. 

The Court pointed out that the mis- 
representation was by the agent of the 
roofing and siding company, and there- 
fore did not bind the purchaser of the 
note and mortgage. It is firmly estab- 
lished law in Oregon that a payee of 
a negotiable instrument may be a 
holder in due course. 


Amato v. Fullington, 322 P.2d 309 
(1957) 


o - a 
Change of Payee 


The Supreme Court of the State of 
Washington, in an action on a note 
where the defendants set up fraud 
and lack of consideration, found for 
the promisee, whose name was inter- 
polated. 

The promisor would go to his bank 
and give it a note and the bank man- 
ager would cross a line through the 
payee bank’s name and write in the 
name of someone else who would pur- 
chase the note. The instant note was 
in the amount of $10,000, payable to 
the order of the Puget Sound National 
Bank of Tacoma. The bank sold the 
note to the plaintiff, having drawn 
horizontal lines through the name of 
the payee bank, and inserted the plain- 
tiff’s name above it. When the plaintiff 
demanded payment with interest or 
the execution of a new note for the 
amount of the principal, plus accrued 
interest, the promisor executed the 
new note. When suit was brought on 
the new note, he interposed as a de- 
fense that the promisee had threat- 
ened to sue him if he had not issued 
the new note and that he feared a suit 
would jeopardize his credit rating. 

The Court found that the threat 
to sue on the original note did not 
constitute a prima facie case of fraud 
or misrepresentation. It further found 
that since the defendant had paid in- 
terest in the amount of $780 on tie 
new note two years after it was issued 
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the voluntary payment of the interest 
waived a fraud in any event. 

Smith v. Laughlin, 321 P.2d 907 
(1958) 
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UNUSUAL 
BANK SERVICE 


CONTINUED FROM PAGE 41 


area schools, and many industries. 

One prominent Philadelphia hotel 
even took the trouble to ask for more 
introduction cards to give to tem- 
porary residents of their hotel who 
were looking for permanent housing. 

One of the early comments of an 
area industry was later to prove 
prophetical. The firm representative 
wrote that although the firm offered 
“A most liberal policy with respect to 
the transfer of personnel, the con- 
veniences offered by Mr. Delamater’s 
unit provide one more source for an- 
swering the numerous problems that 
always arise when a family moves 
from one part of the country to an- 
other.” 

We have discovered that these pol- 
icies that the larger firms have estab- 
lished to help move an executive vary 
greatly. And in every instance to-date, 
our Executive Transfers Department 
has been able to fill the gaps in these 
varying programs. No firm, actually, 
could hope to provide the detailed in- 
formation that a bank can gather on 
financing and real estate. 

But still another letter touched on 
the reason that is the basis for the 
bank’s complete satisfaction with the 
program. The letter, in part, stated: 
“This is another evidence of your 
progressive approach to offering new 
services to your customers which will 
be mutually profitable.” 

We like to be called progressive. We 
like to have our customers praise our 
services. But very naturally, we are 
particularly pleased when these serv- 
ices can be of mutual assistance. We 
are certain that this is the case in re- 
spect to the Executive Transfers De- 
partment. In addition to the excellent 
possibilities it affords in the field of 
public relations, there are many col- 
lateral benefits of the program. Greet- 
ing the new resident personally and 
attempting to give him special treat- 
ment would appear to be the perfect 
contact to woo his business for sav- 
ings and checking accounts, safe de- 
posit box, and loans. We do not ask 
‘or any of this business, but it is safe 
to assume that our bank is given first 
preference in his selection of a bank. 

Since April, we have processed di- 
rect requests from over 50 executives 
vho have moved to this area. This is 
in addition to the countless telephone 
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AT HOME OR ABROAD -- 
POLK’S HAS IT LISTED! 


Another reason why Polk’s Bank Directory 
is the favorite of men who deal in 
international finance. It lists all U. S. 
Banks PLUS 30,000 foreign banks and 
branches. A financial guide that covers 
the wide, wide world. Published every 
March and September. 
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calls the department receives from peo- 
ple seeking more general information. 

A recent request from a national 
manufacturer that is locating a new 
research activity in the Philadelphia 
area should prove a good test of our 
services. The firm is in the process of 
transferring 20 management people 
and engineers into the area and has 
placed the problem of their housing 
needs right in our lap. The work to 
locate these people has already started 
and is moving along to everyone’s sat- 
isfaction. 

In many instances, the Philadelphia- 
bound executive may contact us first 
by letter and outline his needs. We 
then immediately set up a file on his 
request and process the request as far 
as we possibly can before his arrival 
in Philadelphia. A typical request that 
we received recently concerning acqui- 
sition of a home contained the follow- 


ing information: Planned purchase 
price under $30,000 with an approx- 
imate down payment of $20,000. Type 
of house should be ranch style and 
should be an existing house for June 
15 occupancy date. Have two children. 
Prefer to avoid development area be- 
cause we prefer to buy a “custom 
built”? home. We are flexible on trans- 
portation requirements and have no 
special requirements as far as paro- 
chial schools are concerned. Interested 
in some shade, preferably in reason- 
able proximity to a good high school 
and reasonably accessible to swimming 
facilities. 

Our real estate department imme- 
diately prepared to place the mortgage 
for the purchase of the type of home 
called for (our bank does not make 
mortgages), and a realtor was con- 
tacted to have a number of homes 
ready for showing as soon as the pros- 
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pective buyer arrives in Philadelphia. 

The department maintains detailed 
township maps of the surrounding 
area to help the new resident select 
an area best suited for his transporta- 
tion needs as well as a tax area best 
suited for his needs. We also have a 
great deal of information available on 
area schools, both public and private, 
real estate costs, and the availabil- 
ity of professional and commercial 
services. 

Our contacts with these trans- 
ferring executives are maintained 
throughout on a personal basis with 
every effort made to give each request 
special attention. Our results thus far 
have led us to believe that banks 
throughout the country could profita- 
bly establish a separate service to aid 
businessmen moving into their areas 
and take advantage of an excellent 
public relations program. 


ROAD EQUIPMENT FINANCING 


CONTINUED FROM PAGE 39 
credit is truly self - liquidating. 
Another banking difference of signifi- 
cance is that the machines are far 
more expensive than automobiles or 
household appliances. A piece of road 
machinery at $15,000 is a pretty small 
unit on a heavy construction job. Our 
average-sized piece of paper  pur- 
chased, after down payment, is a 
$10,000 to $15,000 transaction. A good 
many deals run well up into six fig- 
ures, and some occasionally go into 
seven.. 

The average term of repayment is 
somewhat longer than the typical ma- 
turity on a piece of consumer hard 
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goods, principally because the larger 
amounts involved must be recovered 
from earnings or depreciation. Few 
earth-moving machines are sold on 
less than 24 month terms. A great 
many run 36 months. There are some 
large and extremely durable models 
that are good for four-year financing. 

At present it is a conservative esti- 
mate that 90 per cent of the equip- 
ment purchases in this country are 
financed by perhaps a dozen good- 
sized banks and finance companies. 
The very large transactions will prob- 
ably always be handled by the large 
institutions, if only because the cred- 
its involved exceed the legal loan limit 
of smaller banks. But there is no good 
reason why practically any bank with 
totals of $25,000,000 or more cannot 
handle a moderate volume of this 
business, at a good profit to itself and 
to the useful service of contractors 
and equipment dealers in the general 
vicinity where it does business. Obvi- 
ously, no bank should take more equip- 
ment paper than it can comfortably 
carry in depressed times as well as 
in good times. 

The banker who goes into equip- 
ment financing must, like one who 
takes his first plunge into personal 
loaning, give up some of his tradition- 
encrusted ideas about bank credit. 
Contractors, particularly those who 
build roads and do other big work for 
governmental bodies, tend to present 
credit aspects which in other lines of 
business would properly frighten a 
banker into the next county. The bal- 
ance sheet of such a contractor may 
show a disproportionate volume of 
fixed to current assets, a condition 
achieved because he channels his prof- 


its into buying cost-saving machinery 
instead of building up a respectable 
cash reserve. His ratio of current as- 
sets to current liabilities may be ac- 
ceptable if these liabilities do not ex- 
ceed these assets by too large a 
proportion, whereas in most other 
would-be borrowers the reverse must 
be true. His accounts receivable are 
perennially burdensome because most 
states and counties are incredibly 
slow in granting the final acceptance 
which is by law required before they 
can pay him his retained percentage 
of the price of the job. 

It is not too difficult to recognize a 
contractor who is a good risk for an 
equipment credit loan even if the 
banker lacks experience in this par- 
ticular field. First, if you are not an 
old hand at equipment financing, it is 
wise to stay close to home. If you 
confine your first credits to paper that 
covers machinery sold by a financially 
sound dealer whom you know, you can 
feel certain that the deal is clean and 
advantageous to both parties. It like- 
wise is advisable to stick to paper 
signed by a contractor whose back- 
ground you can check readily from 
local sources well known to you. 

Second, it is essential to make sure 
from these dependable sources that 
the contractor has a good backlog of 
work ahead. This means he has. good 
standing with the authorities who 
place construction contracts. Like- 
wise, a generous backlog is reassur- 
ance that he can meet his instalment 
payments promptly for at least as 
long as this work holds out. 

Third, the bank should look up his 
record of profit-making on jobs he 
has handled in the past. If a contrac- 
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tor knew how to make money on pre- 
vious operations the chances are he 
will also come out on the right side of 
the ledger with the work he is now 
preparing to do. 

Finally, a strong plus factor in his 
rating is a reputation for finishing 
his jobs promptly. The man who winds 
up his work on time or ahead of time 
and gets his crew moved along to the 
next job is likely to have everything, 
including costs, under tight control. 
Moreover, he collects more promptly 
the retained percentages that public 
authorities withhold from payment 
until they are sure the contract has 
been satisfactorily performed. If there 
is a penalty involved for delays in com- 
pletion, the on-time contractor escapes 
these costly deductions from his final 
payments. 


S a banker gains experience with 
equipment credits, he no longer 
needs to confine his dealings so closely 
to his home grounds. However, there 
are advantages to keeping a geograph- 
ically compact operation unless the in- 
stitution has the size and other facili- 
ties for going into this field on a large 
scale. Construction machinery dealer- 
ships, for example, tend to cover much 
larger territories than dealerships in 
the consumer field. A really substan- 
tial dealer may have several small 
states, or his own large state plus 
parts of two or three adjacent states. 
Since he sells to contractors in this 
entire territory, and these customers 
handle jobs spreading out into half a 
dozen other states nearby, financing 
such a dealer’s sales becomes a truly 
interstate business. Laws dealing with 
instalment credits and the resultant 
documents vary as you cross state 
lines. Our own assortment of condi- 
tional sales forms and chattel mort- 
gage forms makes rather a bulky file, 
because we extend equipment credits 
in an area that runs from the Atlantic 
Seaboard to the Mississippi River, and 
from the mid-South to the Great 
Lakes. The legal fees and printing 
costs incurred in developing this set 
of forms would have been uneconomic 
for anything short of a large volume 
of such business. 

Our outstanding balances have av- 
eraged $18,000,000 to $20,000,000 
over the past five years, though they 
are currently down somewhat because 
of the lowered level of general busi- 
ness activity. From this figure, it is 
easy to deduce that a full-scale equip- 
ment finance department would hardly 
be feasible in a bank with totals run- 
ning less than perhaps $100,000,000. 
The fact remains that only a handful 
of the U.S. banks in this size group 
ace active in equipment financing, and 
that this field of credits presents a 
large and profitable opportunity for 
many other such institutions. 
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When a sizeable bank enters equip- 
ment financing, it almost certainly 
already has direct contacts which can 
be expanded without too much diffi- 
culty. It has direct banking relation- 
ships with equipment manufacturers, 
equipment dealers, and contractors. 
As its equipment financing grows, it 
inevitably finds that existing relation- 
ships are strengthened in all direc- 
tions between customer and bank, and 
that new relationships are developed 
in direct consequence of this activity. 

For example, a full-time department 
devoted to equipment financing with 
a complement of two or three officers 
soon finds it profitable to become 
known to the home office personnel of 
the companies that make the ma- 
chines. Our own people have made 
numerous visits to the factories, so 
that today the manufacturers and our- 
selves gain major advantages from 
this acquaintanceship. An exchange of 
credit information from these sources 
is helpful to us before establishing and 
throughout the duration of a financial 
relationship with a dealer handling 
the factory’s products. Also, first-hand 
knowledge of the product, its construc- 
tion, its useful life and its resale value, 
aids us in establishing sound stand- 
ards for the extension of credit based 
upon the product. After a few years 
of such close relationship, a commer- 
cial banking relationship between the 
manufacturer and our bank is an ex- 
pectable development. 


HE dealers from whom we buy the 

instalment paper are even more 
natural prospects to become depositors 
and perhaps open line borrowers. 
Funds become available sooner to the 
distant dealer if he can tell us to 
credit his account instead of remit- 
ting to him, and so a checking account 
with us is the rule rather than the 
exception. Once a paper buying rela- 
tionship is established, the dealer soon 
discovers for himself that our famil- 
iarity with his industry and its cus- 
tomers gives us an unusually intimate 
understanding of his financial require- 
ments and a resultant willingness to 
accommodate him in ways which might 
not be so readily grasped even by his 
home-town bank. In consequence of 
relationships thus established, The 
Franklin National Bank has some mil- 
lions of dollars of deposits from such 
customers and has established open 
lines of credit for them which add 
appreciably to our loans and discounts 
total. 

No such intimacy develops with the 
contractor whose name is on the paper 
we buy from the dealers, for reasons 
that will be at once apparent to any 
banker who has had experience with 
dealer-originated instalment paper in 
consumer credit. Since the machinery 
purchaser generally shops around for 
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equipment and terms, we frequently 
have in our department inquiries from 
two or more dealers on sales of com- 
petitive machines to the same contrac- 
tor. We necessarily take infinite pains 
to safeguard leakage of this informa- 
tion, and we restrict to the dealers all 
negotiations on terms, lest a prospec- 
tive buyer use information thus gained 
to club a better offer out of the outfit 
he really prefers to buy from. 

As long as a contractor meets his 
payments on time, our sole contacts 
with him are the original notification 
that his payments are to be made to us 
and the subsequent acknowledgment 
that he has paid in full. If he falls be- 
hind, we take the normal steps to col- 
lect his past due balance. Basically, 
we prefer to deal with the contractor 
at arm’s length, not because of any 
allergy toward contractors but because 
we consider it more discreet to do our 
business with the fellow with whom 
this credit originates. 


HE mechanics of equipment financ- 

ing are not materially different 
from those of financing any other type 
of durable goods. The paper that we 
buy is either a conditional sales con- 
tract (chattel mortgage in _ states 
where these are legally mandatory) or 
else a lease agreement, with or with- 
out option to buy. Through the years 
we have purchased about 80 per cent 
of this paper without recourse, made 
possible through our rigorous screen- 
ing of the dealers who originate the 
paper and the contractors who sign it. 
The paper that we have purchased 
with recourse has for the most part 
represented deals where the dealer 
held what we considered an unduly op- 
timistic view of the contractor’s cred- 
it, and was willing to support his op- 
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timism with the equivalent of an 
endorsement on the note. 

Recently it has become apparent 
that our equipment finance activities 
have grown so large and spread over 
so wide a slice of geography that it is 
no longer possible for us to keep close 
track of each contractor whose name 
is on our paper and each job that each 
contractor has. Accordingly, we are 
switching over this year to a limited 
repurchase obligation plan, designed 
to give the dealer an incentive to keep 
an interested eye on the progress of 
these customers whose paper he has 
turned over to us for financing. 

As must be obvious to an experi- 
enced banker, this type of credit is 
entitled to a realistic rate of yield—in 
fact, requires it in order to justify 
both the exposure and the necessary 
expense of handling. In starting such 
an activity, it is also always worth 
remembering that it is easier to drop 
a rate than to raise it. We have oper- 
ated through recent years on a basic 
51% per cent add-on rate, though this 
is currently in process of adjustment. 
In order to meet competition we have 
also permitted the originating dealer 
to share in the finance charges to what- 
ever extent these were set above our 
base rate, a privilege to which he is 
plainly entitled if he accepts respon- 
sibility for any substantial proportion 
of the risk. 

Losses to date have been less than 
2/10 of 1 per cent and payments 30 
days or more past due average about 
1% of 1 per cent. Since general busi- 
ness activity began to fall off in the 
second half of 1957, both collection loss 


and delinquency experience have edged 
off in the wrong direction, but they 
remain so low that they have caused us 
no pain. Furthermore, our successful, 
profitable years in the business have 
enabled us to build-up reserves ade- 
quate to protect us against any fore- 
seeable loss that would be likely even 
if general business conditions became 
much more depressed. 


ERTAINLY this article has made 

no effort to paint a picture of 
equipment finance as a sure-fire, big- 
profit field open to every bank on a big 
scale, Actually, the field is nothing of 
the sort. It requires that the personnel 
who take this responsibility shall rad- 
ically readjust their conventional bank- 
ing viewpoint, while still keeping their 
credit judgment within limitations 
that are sound and reasonable. Fully 
as important to the success of such a 
department, it requires that the man- 
agement of the bank have sufficient 
confidence in this department’s collec- 
tive judgment to be magnificently tol- 
erant of apparently unorthodox pro- 
cedures, and that the board of direc- 
tors back up the department and the 
general management in their broad- 
minded approach to this unfamiliar 
type of credit extension. 

Given such a favorable climate to 
work in and restricted in extent and 
volume proportionate to the bank’s 
size, equipment purchase finance can 
be good, sound, and profitable to the 
bank and its customers. It has proved 
so for our institution, and there is no 
good reason why it cannot prove 
equally satisfactory to others. 


PLEASURE BOAT LOANS 


CONTINUED FROM PAGE 43 


$3,500. On balances over $3,500, the 
rate declines to six per cent discount 
and the minimum down payment in- 
creases to 25 per cent. A participating 
reserve is paid with each deal and 
there is no holdback. As in direct lend- 
ing, hull coverage is required for the 
length of the contract and on balances 
of over $3,500, liability coverage is 
also required. 

From a dollar volume of $30,000 in 
1954, this phase of boat financing has 
made great strides in our bank. The 
1955 volume jumped to $190,000 while 
1957 totals exceeded $360,000. In 1957, 
1,046 contracts were purchased total- 
ing $1,326,000, and we expect the year 
1958 to even surpass these figures. 

Combining our direct and indirect 
lending, we have made in excess of 
3,000 boat loans, aggregating over 
$314 million in five years and, to date, 
we have had only 39 repossessions with 


no losses being suffered by the bank. 

Floor planning started in 1955 after 
we had developed our dealer organi- 
zation. Under this arrangement we 
finance 90 per cent of the dealer’s costs 
for 90 days, with the dealer paying the 
remaining 10 per cent direct to the 
manufacturer or distributor. There is 
a flat charge of 114 per cent for the 
90 days. At the end of this period, we 
require a 10 per cent curtailment of 
any units unsold, as well as an addi- 
tional 114 per cent flat charge for an- 
other 90 days. At the end of the second 
period, any units unsold must be paid 
off. 

The dealer is required to furnish a 
commercial property coverage policy 
to insure his floor plan line of credit. 
This financing is processed on a trust 
receipt whereby the merchandise is 
sold and delivered to the dealer but 
the title to the merchandise passes [0 
the bank. As items are sold, the dealer 
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pays the bank and those items are 
released from the force and effect of 
the trust receipt. The dealer’s inven- 
tory is checked physically every two 
weeks. 

After numerous requests from deal- 
res, we recently added a demonstra- 
tion plan. Under this plan the dealer 
must receive prior approval from the 
bank to use a boat or boats for dem- 
onstration purposes and must furnish, 
evidence of hull coverage insurance. 
He must curtail his balance on the unit 
by five per cent and by an additional 
five per cent each month thereafter. 
The curtailments are in addition to the 
10 per cent curtailment mentioned 
earlier in this article. 

Since 1955, we have handled approx- 
imately 3,000 transactions of whole- 
sale financing for a total of more than 
$1 million without a loss to the bank. 

The year 1958 is expected to show 
continuing gains in the pleasure boat 
business with retail sales of boats and 


their accessories, as well as expendi- 
tures for docking, maintenance, fuel 
and insurance expected to approximate 
nearly $214 billion for an 11 per cent 
gain over 1957 figures. 

Thus the industry presents an un- 
usual financing opportunity for banks 
at a time when some of the other con- 
sumer credit activities are less brisk. 

Our location makes the opportunity 
especially alluring, of course. Miami, 
at the gateway to the Florida Keys, 
with the Gulf Stream at its front door 
and with a year-round moderate cli- 
mate, is a natural combination to 
insure an excellent boat market. How- 
ever, all over the country, on lakes, 
streams, reservoirs and rivers, Amer- 
icans have become boating conscious. 

Certainly, our bank’s experience 
with this class of financing has been 
excellent. If any readers would like 
more technical information regarding 
our operation, we will gladly send fur- 
ther details upon request. 


BANK PROTECTIVE PROGRAM 


CONTINUED FROM PAGE 46 
sible to release the figure, but qualified 
as an estimate. 

Questions from the press about the 
description of the bandits should be 
answered only by the police or the 
F.B.I. Police authorities will question 
all witnesses, piece together the best 
possible description and then release 
it to the press. The publishing of an 
accurate description is an important 
factor in the apprehension of the ban- 
dits. Therefore, such questions by the 
press should be referred to the police 
or the F.B.I. for answer. 

Interviews with staff members are 
permitted but should be conducted un- 
der the supervision of the official 
spokesman. The spokesman should ask 
that the person interviewed not be 
quoted directly if any element of per- 
sonal risk is involved. For the same 
reason, addresses of staff members 
should not generally be published. The 
press will respect the wish to safe- 
guard the security of the staff. 

Interior and exterior photographs 
of the bank can be taken, but may not 
show the tellers’ work area. The man- 
ager and other officers should permit 
photographs of themselves. 

Staff members should not be urged 
ce required to pose for pictures. They 
niay do so if they wish, but it is well 
to remind them they are under tension 

the moment and may later regret 

e publicity. Staff members are not 

’ be photographed in reenactment of 

ie crime. 

There may be requests for radio in- 
‘erviews to be recorded at the scene 
_ the holdup. The same cooperation 
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should be extended to radio repre- 
sentatives as to the press. It is desir- 
able that only the manager, or an of- 
ficer designated by him, serve as 
official spokesman in radio interviews. 

While it is our desire to cooperate 
also with television representatives, 
there is some element of personal risk 
involved if a person directly concerned 
with the holdup appears before the 
television camera. The manager may, 
in his own discretion, accept or decline 
requests for such interviews. 

Information not to be disclosed to 
the press includes: Description of the 
bandits, until after police approval. 
Anything that might hinder police 
and F.B.I. in apprehending the ban- 
dits. Details about physical evidence 
in the hands of the authorities. Cash 
overlooked by the robbers. Action 
taken by staff members to prevent a 
greater loss. Anything else that might 
aid future holdup men. 


HE press should be permitted to 
use telephones 
area. When the press representatives 
arrive, their goodwill can be gained if 
an officer will point out the locations 
of telephones and invite their use. 
The advantages obtained from our 


bank’s protective program were dem- 
onstrated last year in a holdup of our 


office in Gilroy, population 5,000, in 
Santa Clara County. 

The robbery occurred on a Friday, 
at closing time. Bob Meagher and Bob 
Works had closed and locked the front 
door, and were about to lock the back 
door. Before they could do so, the ban- 
dit, gun in hand, pushed the door open 
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and forced the two men back into the 
lobby. 

Bob Meagher announced to the staff 
that a holdup was on. Before the rob- 
ber even approached the teller’s win- 
dow, two alarms were turned in. 

The robber went up to the nearest 
teller and ordered a paper bag filled 
with money. 

All other tellers stepped back from 
their windows, stood quietly, and ob- 


served. As soon as the robber was out 
the door Bob Meagher phoned the local 
operator and had the news of the 
holdup placed on the police radio. 

An unusual aspect of the holdup was 
that the local police had been lured 
away by a false report of an accident 
and fire, hence were not on hand to 
respond to the bank alarm. 

The descriptions of the bandit given 
individually by the staff to the F.B.I. 
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and the police were remarkably ac- 
curate. The robber was nabbed the 
next morning. 

An important factor in apprehend- 
ing the bandit so quickly was that the 
manager of the Gilroy office, Vern 
Gwinn, had frequently reviewed with 
his staff the bank’s “What To Do In 
Case of a Holdup” procedures. When 
the crisis came, the staff knew what 
to do, and did it well. 


HELP FOR CREDIT TRAINEES 
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Bradstreet, Inc., and background in- 
formation on Robert Morris Asso- 
ciates. It is recommended that trainees 
also obtain the following three stand- 
ard texts frequently referred to in the 
training guide: Credit Administra- 
tion by Carlisle R. Davis, Analyzing 
Financial Statements by Alexander 
Wall, and Behind the Scenes of Busi- 
ness by Roy A. Foulke. 

The balance of the manual is di- 
vided into 14 assignments for the 
trainee, involving a study of the sup- 
plied material and the outside text 
sources specified. 


N sequence, the various assign- 

ments cover the following subjects: 
Historical Background and Impor- 
tance of the Bank Credit Department, 
Development of the Credit Man, What 
a Credit Man Should Know About His 
Bank and Its Customers, The Credit 
File and Credit Department Forms, 
Credit Ethics, Credit Investigation, 
Credit Agencies, Credit Correspond- 
ence, Forming Credit Decisions, Cred- 
it Analysis—The Financial Factor, 
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Credit Analysis—The Personal Fac- 
tor, Credit Analysis—The Economic 
Factor, Problem Credits, and Case 
Studies. 

A look at the ninth assignment, on 
the important problem of forming 
credit decisions, will exemplify the 
type of study material presented. 

First, in telling “How a Banker 
Evaluates a Credit Risk,” Milton J. 
Drake, senior vice-president, The De- 
troit Bank and Trust Company, dis- 
cusses in turn the management, eco- 
nomic, and financial factors taken into 
consideration. “Each of these is 
weighed relative to the others and is 
considered in connection with the size 
of the commitment, the length of time 
it is to run, and the economic desir- 
ability of the transaction,” says Mr. 
Drake in summary. “All of this is 
placed against the background of 
banking practice and the good of the 
depositor. There is no one, easy road 
to the Evaluation of the Credit Risk. 
Circumstances alter the approach in 
each case.” 

“Some Practical Aspects of Safe 
Lending” are next presented for train- 
ee perusal by Edward F. Gee, vice- 
president and secretary, State-Plant- 
ers Bank of Commerce & Trusts, 
Richmond, Virginia. Primarily, Mr. 
Gee lays down three main rules: know 
your borrower, know your loan, and 
know your law as it affects lending 
risks. He discusses each of these pre- 
cepts in detail. 

Down-to-earth principles of making, 
servicing and collecting loans are cov- 
ered by E. Lawrence Worstall, senior 
vice-president, The Philadelphia Na- 
tional Bank. In outlining ““Commer- 
cial Bank Loan Practices” he empha- 
sizes the importance of adequate state- 
ment analysis and suggests proce- 
dures for handling slow loans. 

A final subject for study in the sec- 
tion consists of “Eleven Rules for Loan 
Officers” as set forth by Mr. Gee, with 
his comments. The rules themselves 
are worth enumerating: 

1. Condition yourself to look upon 
each loan request as a challenge and 
an opportunity—not a chore. 





2. Don’t pre-judge or pre-evaluate 
but listen attentively, intelligently, un- 
derstandingly, and sympathetically. 

3. Don’t pretend to have knowledge 
you don’t have. 

4. Keep pushing yourself back from 
the details (though they must be cov- 
ered) in order to stand off and view 
the credit as a unified whole. 

5. Remember that, with respect to 
a loan, it’s not simply “how good” but 
also “how liquid.” 

6. Don’t commit yourself prema- 
turely before getting all the facts, 
considering all the aspects, and delib- 
erating adequately. 

7. Don’t attribute the dirty work to 
“the loan committee” or “the board” 
or “the bank” or “the head office.” 

8. Never apologize or beat around 
the bush when, after mature delibera- 
tion on all the facts, you have to turn 
down a loan request or lay down a 
requirement or rate you suspect will 
be unhappily received. 

9. Accept full responsibility and 
make decisions promptly on your own 
when you know you have all the facts, 
have considered all aspects of the case, 
and have sound reasons for the deci- 
sions you make. 

10. When you have concluded from 
the facts and your deliberations that 
you are going to say “yes,” say it un- 
grudgingly. 

11. Don’t place too much dependence 
on any set of rules like this. 


HE Associates make no claim that 

the training manual in itself will 
turn out highly skilled, competent loan 
officers or key members of a bank’s 
credit department. But it is reasonable 
to surmise that it will speed the proc- 
ess of converting junior credit men 
into that category. 

A copy of the comprehensive kit has 
been sent to the president of each of 
the RMA member banks. Non-member 
banks may purchase “A Training 
Guide for the Bank Credit Depart- 
ment” for $37.50 from the Central 
Office of Robert Morris Associates, 
Philadelphia National Bank Building, 
Philadelphia 7, Pennsylvania. 
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banker in a blizzard 


We've talked to a lot of bankers who’ve 
literally been snowed under by details — 
as a result of assigning new quarters 
projects to planners and builders who 
didn’t know the banking business. These 
bankers saw their own work pile up while 
they answered questions, umpired dis- 
putes, and coped with a blizzard of major 
and minor frustrations. They discovered, 
the hard way, that it takes the combined 
talents of a group of experts to handle 
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the mass of technical problems involved 
in planning a project today. 

With Bank Building Corporation’s 
team of skilled specialists on the job, 
you're relieved of all detail work. These 
operational analysts, cost consultants, 
designers and engineering experts have 
completed over 3,300 financial projects. 
Their specialized experience enables them 
to follow through, on every count, in cre- 
ating new quarters that produce profits. 
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that documents actual dollar 
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ning. No obligation, of course. 
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